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that put a fresh slant 
on your i buying 
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IN STAR BRAND and HEEL-LATCH SHOES 


Early 1941 Heel Latch and Star Brand lines not only bring you a 

glorious array of the season’s smartest patterns but also the widest 

selection in material, color and price . . . all from America’s largest 

and most dependable in-stock service. Nowhere will you find a more 

outstanding combination of tested styles, superior quality and volume 

price-appeal. Be sure to see these lines before you place your Spring 
orders. We are certain you will get a fresh slant. 


ROBERTS, JOHNSON & RAND Branch International Shoe Company SAINT LOUIS 
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J AMES S. KEMPER, president of 
the Chamber of Commerce of the 
United States, said before the Bir- 
mingham Regional Business Con- 
ference: 

“The great lesson we, as business 
men, have to learn is the miracle 


of our own strength when we stand 
together. When we have permitted 
division of our ranks, we have been 
made the victim of our own weak- 
ness; and I am almost ready to say, 
we have deserved it. Our strength 
is in unity. Let us use it not for 
ourselves alone, but for the preser- 
vation of the biggest business of all, 
which is the business of being 
Americans. 

“We seek no special advantage 
for our business. We want nothing 
for our group at the expense of 
other groups. We want—we de- 
mand—the right to do business 
honestly and fairly, under a system 
of laws rather than of edicts, and 
in an atmosphere of encouragement 
rather than of suppression. 


“Under these conditions, we can 
make defense a reality. We can 
preserve the country not alone in 
name, but in the form in which the 
Founders gave it to us. We can 
build sound prosperity, provide 
jobs, and maintain the freedom of 
opportunity which every American 
wants, and is entitled to have.” 

” * * 
BRAIN, snow and sleet—elements 
that are commercial as well as cli- 
matical! The heavy November 
rains and snows started the rubber 
and galosh business off. Remember 
back to those Winters when it was 
well after New Year's before we 

\ 
et 
$l 





had the first flurry of snow? Well, 
those days are gone and forgotten. 
Today, Winter is elemental. It 
begins with the first purchase of 
rubbers and galoshes and come 
what may, the business woman and 
business man know that it is a cau- 
tion against colds and illness to 
have one pair of rubbers at home 
and one at the office—and never 
the two pairs at the same place. 
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The early morning signal as to 
weather comes to us with the radio 
news broadcasts and we can safe- 
guard ourselves. 


WELL WISE GUY-— DO | OR DON'T 


o>, | GET A PAIR OF 
5 


Demand for galoshes and rub- 
bers for domestic use, as well as for 
defense army training use, puts the 
rubber industry on the “hot spot” 
for deliveries. Rubbers and ga- 
loshes are of not much value in May 
and June; but we are told that or- 
ders in hand will continue produc- 
tion until that time. Army camp 
galoshes are in terrific demand. For 
example, with 17,000 men at Camp 
Dix, the total available arctic sup- 
ply was less than a thousand pairs. 
No one anticipated this extra de- 
mand for galoshes because it is 
more than just assembly and vul- 
canization of ingredients: It is the 
long process of making aluminum 
lasts, developing the cookers needed 
to do the vulcanizing job, etc. Civil- 
ian demand for men’s heavy service 
galoshes is very light in compari- 
son with the immediate army de- 
mand for many pairs, in excess of 
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production capacity. This country 
could use a million pairs of galoshes 
tomorrow morning, but they are 
not to be had, although every ef- 
fort is being made to speed up. 

So much for the wet weather 
report and its commercial implica- 
tions. Fortunate the merchant who 
has anticipated his order, because 
this is one time when the “last 
minute guy” (particularly the gen- 
tleman who figured that he would 
be taken care of because of that 
superior attitude that comes from 
the belief that all that is necessary 


is to send a taxicab down for a 





dozen cases to take care of the 
morning rush) will have to take his 
turn. Also, be it known from 
Maine to Maryland, from Calais to 
San Francisco, that rubber arctic 
and galosh clearance sales are not 
made pre-season, nor does it look 
like there is going to be anything 
left for post season. This is indeed 
the rubber man’s great year. 
THAT the draft may affect a 
higher percentage of male employees 
of department and specialty stores 
than has been generally anticipated 
up to this time was indicated by a 
study of store management opera- 
tions and personnel policies under 
the national defense program made 
by the Store Management Group of 
the National Retail Dry Goods As- 
sociation. 

Forty-eight department and spe- 
cialty stores in various volume 
ranges in different parts of the 
country were included in the sur- 
vey, according to George L. Plant, 
manager of the Store Management 
Group. Of these, 34 stores, with 
sales volume of $750,000 and up 
annually, and representing a com- 
bined total of approximately 22,000 
employees, submitted figures to 
show the effect of the defense pro- 
gram on their employment rosters. 

The general average indicates 
that 15.3 per cent of all employees 
are eligible for and may be affected 
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SUCCESS A LIABILITY? 





—tIt takes a real he-man to wear the 
toga of Success with humility, 
humaneness and honor. 

—Over the years I've watched many 
men, retailers and manufacturers, 
ascend from the lower rung of the 
ladder to the top rung. 

—And some of these, | regret to say, 
have come down faster than they 
went up. 

—Because they couldn't stand suc- 
cess. 

—The man who is ‘on top" has more 
moral responsibilities than he may 
realize. 

—He must use his power to the ad- 
vantage of others; he must recog- 
nize his obligations to customers 
and fellow workers; he must be 
fair, “on the job," courageous— 
in other c% pelle respected 
leader. 

—For Success can be very much of 
a liability—until it has proven 
itself to be an asset. 


SUT bern 


President 





by the Selective Service Act; 8.9 
per cent of total employees repre- 
sent males between 21 and 36 with- 
out direct dependents, while 6.4 per 
cent represent married men or men 
with dependents who are subject 
to the act but whose service prob- 
ably will be deferred. The 8.9 per 
cent figure as to the number of men 
likely or possibly subject to draft 
compares with previous estimates in 
the retail field of 6 per cent or less 
of the total number of retail em- 


ployees. 
. . * 


BR EVISION upward! We pointed 
out the population of the United 
States was 132,000,000, but now 
we find out that the total population 
of the United States, including its 
possessions—Hawaii, Puerto Rico, 
Philippine Islands, etc., is over 


150,000,000. Here it is—officially: 
The population of the United States, 
its territories and possessions was 
150,362,326 April 1, an increase of 
11,923,257 or 8.6 per cent over the 
1930 total of 138,439,069, accord- 
ing to preliminary figures based on 
the returns of the sixteenth decen- 
nial census released by William 
L. Austin, director. Exclusive of 
the Philippine Islands, for which 
only estimated figures are available, 
the population total was 134,006,- 
326 as compared with 124,926,069 
in 1930, an increase of 9,080,257 
or 7.3 per cent. 


Ag A. LAGOS of Hale Shoe Com- 
pany, Manila, P. I., sends us a 
picture of a show window on the 
Escolta, which is Manila’s “Fifth 
Avenue”—saying: 

“In the same picture you will 
notice a card with the imprint 
R.O.T.C.—Reserve Officers Train- 
ing Corps. These shoes are used 
by all R.O.T.C. students in all the 
universities and colleges in Manila 
and in the provinces. With a score 
of colleges and universities aver- 
aging 6000 students per college, you 
can well imagine how many 
R.O.T.C. students are required to 
wear these kinds of shoes. 

_“This was decided upon by the 
college authorities after close scru- 
tiny and observation of the many 
shoes in the market, and the con- 
tracts were awarded to us only after 
they have found that ESCO is defi- 
nitely the best they can get for the 
money, the most comfortable, and 
positively the most durable of all 
locally made shoes. 

“Incidentally, ESCO shoes are 
made of leathers supplied by your 
biggest advertisers, with machinery 
supplied by the ‘United Shoe Ma- 
chinery Corporation’ of Boston. 
These machines are the only ones 
of their kind here in the Orient, 
which naturally gives us promi- 
nence and insures the quality work- 
manship of our shoes.” 
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© IR CECIL WEIR, executive mem- 
ber of the British Export Council, 


says: 


welt BE GOIN’ BACK AS A COUPLA 
DOZEN sHogs 


“There is no trade that is more 
international in its character, none 
which more surely proves the in- 
terdependence of nations and their 
peoples. Hides, skins, tanning ma- 
terials, dyestuffs and other sub- 
stances coming together from every 
part of the world are fashioned in 
country after country through va- 
ried processes into articles of beauty 
and utility, essential to other indus- 
tries and necessary for the individ- 
ual. There is therefore a great field 
for the exercise of initiative, enter- 
prise, science and ingenuity in the 
drive which has been inaugurated 
by the Export Group for increased 
exports, and there are promising 
prospects for successful and sub- 
stantial results.” 

. * a 

EE VERY merchant is appreciative 
of the value of merchandising ideas 
emanating from the factory source 
but he isn’t leaning on that mar- 
keting ability alone, as good as it 
is. The idea of national cooperation 
with other merchants vending the 
same items is natural, effective and 
efficient; but it isn’t everything. 
There is an individual touch to be 
given to the window, the interior, 
the salesmanship and the very per- 
sonality of the store. We have all 
been reading so much about the 
preservation of Democracy that we 
even try in our stores to develop an 
individuality that marks one store 
from another, one man’s home from 
another and, in fact, one man from 
another. 

Many a man is looking at his 
store with glasses and cheaters off. 
He is seeing that it is a little dirty 
and grimy around the corners. The 
rug is showing worn spots. The 
paint isn’t as fresh as it should be 
and the goods vended are better 
than the place in which they are 
displayed and sold. 


All this and more makes up the 
picture of the new pattern of retail- 
ing that we will see in 1941—a 
better business for one and all— 


merchant, salesman and consumer. 
a * 7 


S&S PIRIT of good fellowship and 
friendly competition prevail among 
shoe men over the luncheon table 
in Chicago. For there, in Mandel 
Brothers Department store grill is 
a table where Loop retail shoe mer- 
chants have been meeting daily for 
the past twenty years. Champion 
constant attender is Carl Burg- 
stahler of F. E. Foster & Co. and 
president of the National Shoe Re- 
tailers Association. Next in line for 
veteran honors is F. Arthur Clark 
of Charles A. Stevens & Company. 
Their regular companions are 
Charles Lanchantan of Hanan’s, 
Milton Utsinger, Arthur Pringle, 
Charles Campbell, William Heaton 
and William Gibbs, Jr., of Marshall 
Field & Co.; Rube Metz and any 
visiting firm representatives who 
happen to be in towr. Also among 
the regular attendants are Ralph 
Hobson of Valley Shoe Company, 
Eddie Snetky of Unity Shoemakers, 
Clayt Hultgren of Marshall, 
Meadows & Stewart and Eddie 


Streator of E. P. Reed and Co. 
Many current events are discussed 
and resettled here every noon and 
the conversation touches on many 
subjects, but it usually ends up 
with—-yes, you’ve guessed it—shoes. 


J. C. GIBSON, president of The 
Pioneer Rubber Company, Willard, 
Ohio, says: 

“It is our belief, based on 
experience, that loyalty can be 
inspired in any business whose em- 
ployees are of average intelligence, 
provided that those in authority 
take the time to contact the workers 
and are sincere. It cannot be done 
spasmodically or when a 
pends. It must be a fixed policy. | 
do believe that far too many exec- 
utives who really have the interests 
of their workers at heart either take 
too much for granted or pass along 
to subordinates the important job 
of handling employee _relation- 
ships.” 


crisis 


“Here comes that gray suede pump again. This is where we came in.” 





For 
ecember Delivery... 


EBUYERS are continuing to purchase for short spans . . . six-week 
periods usually. Early Spring shoes have now been bought for Decem- 
ber into January selling. First choice in more formal types is the 
leather-with-gabardine combination. There is calf or kidskin or 
patent leather combined with gabardine. There is black or navy 
gabardine with touches of white smooth leather or natural snake- 
skin. The platform sole is a popular area for this treatment. And 
platform soles are still important for town and dressy types. There 
is brown gabardine with the new metallic copper in calfskin; beige 
gabardine with brown leather. And there’s faille, this year combined 
with calf or kidskin as a change from last year’s use with patent. 


Below, left to right: Smart brown gabardine 
with metallic copper trimming. Carlisle. 
Brown again, this time in patent combined 
with gabardine. Queen Quality. Natural 
snakeskin on platform sole and bow lightens 
this black gabardine shoe. Brauer Bros. 





Above, left to right: Calfskin combined with 
elasticized faille. (Calfskin or kidskin used 
with faille, is a Spring 1941 idea.) Johnson, 
Stephens & Shinkle. Elasticized crushed kid 
with patent leather trimming. Brown Shoe 
Co. All-over patent leather with small per- 
forations. Gregory & Read. Antiqued tan 
calf. spectator pump with new perforation 
design. Johansen Bros. 


Then, of course, there are many all-over leather shoes. Patent 
leather, lightened with perforations and cutouts . . . not too large . 
and maybe trimmed with touches of white. The all-over antiqued 
tan calf shoe holding a very special place for the next few months. 


The spectator in this treatment is an ideal tailored shoe for this early 


season. 

And don't forget the crushed, as well as smooth, kidskin shoe. 
Crushed kid lends itself especially well to elasticizing. And thousands 
of women continue to ask for elasticized shoes. The continued popu- 
larity of this adjustment explains the number of shoes on the market 
with inserts, panels or foreparts of gabardine, faille or crushed kid. 
It explains the continuance of spat types and V-throats. (In this 
connection, you will remember that other large group of women who 
want trim-fitting, easy-on shoes with goring adjustment.) 


BBESIDES the colors we have already mentioned . . . black, brown, 
tan, navy and metallic copper . . . you must count on selling some 
cocoa browns, greyed military blues and some khaki beige gabardine 
combined with brown calfskin. 

These are the shoes the RECORDER nominates for first place for 
tailored and more formal town wear during the next six weeks. For 


Like the shoes shown here, this costume is : ; ‘ato : » hate , ne 
destgned jor cold days with « forward leok the casual coats and suits slated for promotion for thi period, there 
to Spring. Sally Victor designed this flower is another shoe. You won't be likely to forget it. It is the casual shoe 


Fhe O Pen vient Nagy Fg of which we have already written and of which we shall have more to 
wears it charmingly. say in another story. 





SERENE in their faith in the future of America, filled 
with determination to progress both in size and service 
to the trade area around Shreveport, La., known as 
Ark-La-Tex, Selber Bros., in business since 1907, have 
enlarged and modernized their clothing store. It now 
offers a completely departmentized ready-to-wear store 
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Modern Store. 


M. J. ROSENFELD 


Manager of the men’s shoe department 


for men, women, boys, and girls, each a complete unit 
but also a part of the whole. 

The two shoe departments now in operation, one for 
men the other for women, epitomize the spirit of ex- 
pansion and modernization. So situated that the traffic 
of the buying public is routed strategically past these 
departments, they are well prepared to reap the benefits 
accruing from such judicious placement. 

Under the supervision of I. Rosenberg, former owner 
and operator of a shoe store in Shreveport of that name, 
the women’s shoe department is modern and most attrac- 
tive in its colors and equipment. Semi-circular in shape, 
with stock-rooms behind the rounding wall, it is air-con- 
ditioned and has fluorescent lighting, as has the 
whole store. The cream wall, inset shadow-boxes in 
white with small fluorescent lights, harmonize with the 
rug in a beige tone. Chairs and fitting stools are in 


The new women’s department at Selber’s, right, car- 
ries all stock behind its semi-circular walls. Shoes are 
shown in the display niches cut into the wall. 
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The men’s department, left, is located adjacent to the 
clothing and hat sections for full benefit of the traf- 
fic flow from these departments. 


maple, primavera finish. Half of these fixtures are up- 
holstered in rose, the remainder in aqua, lending the 
feminine pastel hues to the department. 

The customer, entering the store through the door 
of the woman’s section, passes between the display 


I, ROSENBERG 


Manager of the women’s shoe department 


cases for accessories and cosmetics on her left and the 
shoe department on her right as she proceeds to the 
ready-to-wear section. Upon her return, she is likely to 
complete her costume with the purchase of bag, hosiery, 
shoes and jewelry, as all are so conveniently located as 

to suggest this practical plan. 
This shopping area is definitely style conscious, 
novelties always being good sellers. A case history is 
[TURN TO PAGE 39, PLEASE] 


Shoe Departments in Recently Remodeled Cloth- 


ing Store of Selber Bros., in Shreveport, La., Have 
Streamlined Their Selling, Stock Systems and Mer- 
chandising Methods, as Well as Their Equipment. 


Modern Methods 
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Forty Years 


in the 
Shoe Business 


FFORTY years ago H. T. Siegenthaler left his father’s 
farm near Fremont, Ohio, and went into the shoe busi- 
ness. He started as a shoe clerk in a store in Fremont; 
and at 21 he bought a half-interest in the store. Five 
years later he sold out to his partner, and in 1912 he 
opened a store of his own in Mansfield, Ohio. Today 
his is the oldest shoe store in Mansfield, and his two 
sons are with him in the business. 

Business in the old days was a far cry from what it 
is today. The store opened at 6 A. M., and closing time 
ran anywhere from 9 to 10:30 P. M., later on Saturdays. 
The long hours were not a result of rush business; they 
were a matter of custom. In later years the closing hour 
was earlier—around 7 P. M. 

Twice the small Siegenthaler store was enlarged—in 
1915 and in 1920 when it had a staff or four. In 1936 it 
moved into a new building with modern equipment, at 
66 North Main Street, where it is today. 

Mr. Siegenthaler’s recollections of the retail shoe busi- 
ness of the first part of the century are interesting. High 
felt boots and tall leather shoes were the best sellers; 
low shoes were sold rarely. It was not until 1910 that 
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people became more style-conscious about their shoes. 
Designers concentrated on style in an effort to stimu- 
late business. Women were more interested in the early 
days in style than in comfort, and shoes were bought for 
appearance, rather than for correct fit. A woman would 
prefer aching feet in shoes too small for her than to have 
it thought that her feet were large. This is in direct con- 
trast to the trend today, when comfort comes first and 
size itself is secondary. 

Mr. Siegenthaler’s older son, Charles P., entered the 
business in 1931. He attended the University of Penn- 
sylvania and Wooster College. Thomas A., the younger, 
who attended Cornell University and Ohio State Univer- 
sity, joined the organization in 1933. Boot anp SHOE 
RECORDER is a weekly visitor at Siegenthaler’s and the 
firm has been numbered among the subscribers to this 
publication for many years. 


H. 7. of Mansfield, Ohio, 


Siegenthaler, 
Left the Farm for the Fitting Stool Just 
before the Turn of the Century: Now 
Siegenthaler’s Is the Oldest Shoe Store 
in the City and His Two Sons Are Associ- 
ated with Him in a Successful Organiza- 
tion That Looks Ahead to a Promising 


Fature of Service to the Community. 





Left to right, Charles Sie- 
genthaler, elder son of H. 
T. Siegenthaler, center, and 
Thomas A. Siegenthaler, 
younger son, who this year 
observed the 40th anniver- 
sary of the senior Siegen- 
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MID-SEASON CASUALS 


Smart ghillie oxford with 
wedge heel, perfect mid- 
Winter casual style. 


Photograph courtesy of 
Bureau of Fashion Trends. 


Easygoing moccasin softie 
with novelty heel and 
Western touch in scroll 


trimming. 


WHEN shall we show the new casual shoes? What 
should they be worn with? Everywhere you retailers 
are asking yourselves these questions. The RECORDER 
suggests ways of making extra mid-Winter business with 
this attractive new type of informal shoe. 

First off, be grateful that such merchandise comes to 
you at this season of the year. Just when women are a 
little bored with their Winter clothes and Spring seems 
pretty far off, here is the perfect answer to the problem 
of brightening up your stocks and putting some new 
punch into your promotions. 

A &mart low-heeled casual shoe, soft but sturdy, very 
new looking in its soft saddle tones . . . or tan or cocoa 
or brown or maybe red or blue or green . . 
with almost any Winter coat. Matching gloves and hand- 


. is a natural 


Pert young hat, gay detach- 

able plaid cape, soft handbag 

and mittens set the stage for 

casual town shoes. Costume 
by Vera Maxwell. 


bags are already in the market. Here you have a perfect 
trio for brightening up a Winter coat. And they can 
with 
semi-tailored, semi-sports costumes and emphatically 


be worn with any fairly easy-going costume .. . 


with campus clothes. 

And while you are selling this low-heeled type, remem- 
her the cute little low-heeled dressy shoes you have in 
stock. They are built over the same lasts as the casual 
shoes. Maybe you can sell them as an additional pair 
when you are fitting the casual shoes. 

(You may be interested to note that one of the lead- 
ing style features in the Dec. 28 pre-Convention issue 
of the Recorper is entirely devoted to a story on 
casuals with a large number of illustrations of actual 
shoes. ) 
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Psyehologiecal Merchandising 


Mr. Epstein and his “second-pair display” which, centered in 

the men’s department, is instantly available to the salesmen 

who can readily pick up one of the 14 pairs of “extra” shoes 
to show the customer. 


THE largest field still open to good promotion by the 
shoe store is the sale of second pairs, including all types 
of sport and novelty footwear, according to Sam Ep- 
stein, manager of the men’s shoe department of the Im- 
perial Shoe Store, New Orleans, La. “The surface of 
this market hasn’t been scratched yet,” Mr. Epstein 
pointed out. “And the wide awake shoe centers of the 
country are beginning to realize that here is a profit- 
able market which has been generally overlooked for 
the past ten years. We feel that it is possible to sell a 
second pair of shoes to at least 50 per cent of the total 
customer volume of our store, and we’ve done our best 
to see that none ever leave the men’s shoe department 
without being properly ‘exposed’ to promotion on 
them.” 

Fifteen per cent of the total sales volume each year 
in the mezzanine balcony department of this leading 
Southern independent store is now realized from “sec- 
ond-pair selling”—as proof of how effectively Mr. 
Epstein has developed his merchandising principles 
along the novelty footwear line. There is nothing “fad- 
dish” about this program—it is simply good selling 
under the general heading of “psychological merchan- 
dising”; a system developed by Mr. Epstein two years 


ago. He has been in charge of the huge men’s shoe 
section at Imperial for nine years, and in that time has 
had ample opportunity to study the fine points in extra- 
pair suggestion. And the result is “psychological mer- 
chandising.” 


THERE are two major points involved in this theme- 
first, a prominent display of second-pair suggestions in 
the center of the men’s fitting section, and second, a 
training program which enables Mr. Epstein’s four 
salesmen to “size up” correctly each of their customers 
and to suggest the extra footwear which their training 
teaches them is most acceptable. One hundred male 
customers enter Mr. Epstein’s shoe section every day— 
and there are 100 pairs of extra shoes suggested during 
the same period. No prospect is allowed to get out of 
the mezzanine department until he has been contacted 
on the idea of a pair of golf shoes, boots, rubbers, etc. 
And the persistency of the program has shown surpris- 
ing results. 

The display of “second-sale suggestions” has beén the 
center of the entire program since 1938, and consists of 
a double-platform pyramid done in bright green, placed 
so that none of the 40 fitting chairs on the mezzanine are 
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Lifts Second-Pair Volume 


Extra Pair Business is Wide Open to Good Promotion 
is Belief of Sam Epstein, Manager of Men's Shee De- 
partment, Imperial Shoe Store, New Orleans, and He 


Cites 


more than a few steps away. Shown on the double levels 
of the fixture are 14 pairs of novelty and useful foot- 
wear—one pair of each, close at hand where the sales- 
man can pick up any pair quickly. Included are riding 
boots, tennis shoes, slippers, lounging zipper shoes, golf 
oxfords, moccasins, golf rubbers with sole spikes, bath 
sandals and shower boots, foot-warmer sheeplined 
novely slippers, shoe trees, white leather moccasins, and 
badminton canvas sport shoes. Both the novelty and the 
comfort picture are well represented, and the display is 
always carefully kept to 14 pairs—through Mr. Epstein’s 
proven theory that each type can be sold to a single type 
of man. . 

“We have hand-picked our second-sale merchandise 
through testing each a few weeks before adding it to the 


Convincing Arguments to Support His 


System. 


display lineup,” Mr. Epstein explained. “And thus: we 
know in advance whether or not we can expect good re- 
sults. A good example of this is hunting boots—we ex- 
perimented with this idea, and gave it up because com- 
petition from mail order houses cuts profit possibilities 
too sharply.” 


BB ACKING up the display is exhaustive training in 
psychology; termed by Mr. Epstein simply the ability to 
determine beforehand if the customer will take to the 
suggestion that he buy this or that type of footwear. 
To accomplish this, a set pattern has been worked out 
and studied by the staff. Based on each shoe type, the 
field for extra sales is shown below. 

[TURN TO PAGE 37, PLEASE] 





HERE’S HOW IT WORKS 


Certain types of customers will buy certain types of shoes, ac- 

cording to Mr. Epstein’s experience, and he has charted a system 

which his salespeople use daily in suggesting extra-pair pur- 

chases, with results that are proving amazingly successful. 
Why not try it out on your trade? 


GOLF SHOES—Suggest to the business man who 
reflects athletic interests, and whose feet show develop- 
ment from sports. Also to professional men, young men, 
and well-dressed elderly customers. 


NOVELTY SHEEPLINED ZIPPER SLIPPERS 
—Suggested to college men, high school boys, and 


jauntily-dressed men of the “Esquire” type. 


SLIPPERS — Novelty types to younger men, and 
brightly dressed sportsminded men; operas and soft sole 
models to more elderly types. Also to heavy-bodied men 
whose feet indicate desire for comfort. 


TENNIS OR GYM SHOE—To college men, the 
getting-fat business man, and professional men. 


GOLF RUBBER—Following suggestion of golf 
shoe—if the man already has golf shoes, the golf rubber 
is immediately suggested, and slipped over his present 
shoe. 


SHOWER BOOTS—Suggesied to all men cus- 
tomers, except elderly men whose habits generally ob- 
viate showers. Where conservative appearance is found, 
suggest rubber shower sandal, for beach as well as 


shower wear. 

MOCCASINS —7o school boys for early Fall and 
early Winter wear, to the college man, and as a loung- 
ing shoe to the sportily dressed older man. Also to 
athletic young men. 

SHOE TREES—7o all nicely dressed customers 
whose appearance denotes careful habits with clothing. 

BOOTS—Perennially to the sportsman and young 
athletic man whose clothing indicates outdoor interests. 

LOUNGING SHOES (slipper types)—To all men 
who show a love for home life of the chair-and-book 
variety, to young men with novelty Norwegian and 
sheeplined varieties, and to the business man who com- 


plains of foot discomfort. 
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Importance of New Customers 


IN this business of living a shoe life as well as a store 
life, there are very few golden keys distributed, entitling 
you to free fortune, a free deal or a free ride. Some of 
us are a wee bit disappointed that the “Roaring 
Twenties” are not returning as fast as it gave indica- 
tions. Shoe business ain’t so good—biilions spending 
notwithstanding. For with billions thrown into arma- 
ment work and waste, there were those who had ex- 
pected an immediate roar of spendable dollars rustling 
down the streets of trade in whirlwind turn-over. Many 
a merchant figured out that all he had to do was to hold 
on to his spot and the wealth would come pouring in 
the door as it did once of yore. But customers are not 
breaking down any more doors. Goods are too easy 
to make with modern machinery. This is a new day and 
a new formula of retailing is yet to reveal itself. 

But this we do know now. Nothing takes the place 
of adding a new customer every day, every hour and 
serving that customer with the best that is in you—in 
shoes, in fitting and in courtesy. 

A merchant showed us his sales record sheets the 
other day. He pointed with pride to the great number 
of repeat sales, classified under OC (old customer). 
Only here and there on the long pages could we see a 
mark indicating NC (new customer). So we commented 
upon it and he said: “We only lose a customer through 
temporary or permanent removal—the latter carrying 
that final D, from which no sale ever returneth.” 

Proud the merchant was of the good fitting and the 
good service of his store—and rightfully so! But what 
was he doing to increase the NC column? Practically 
nothing—because he was reluctant to use advertising— 
but concentrated everything on his little business, with 
once a season a miniature catalog; and that’s all there 
was to it! He was open for business. Had good shoes 
and good service and the public was expected to come 
his way. But slowly and surely, year after year, the 
sales totals dropped because the D column never stops. 

I don’t like to say it, but that store is drifting itself 
into the D column. It lacks new life, new blood and 
new vigor that comes from new customers. New cus- 
tomers are terribly important to every business. One 
new, satisfied customer is worth two old ones, plus. 

You know, in arithmetic, one and one do not always 
make two—because ... 1 + 1 — 11—as many a store 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


has found out that has used the right kind of advertis- 
ing. The dollar spent yesterday and the dollar spent 
today accumulated good will even eleven-fold. Because 
new customers come in with that advertising and if the 
service is so good and the selection so interesting, one 
new customer tells another one and the very people in 
the store begin to comment on the drawing power of 
their little business, to which they contribute their lives, 
their vigor and their interest. : 

Well, right along we have felt that new blood is the 
true living force within the body of every business— 
and may we include our business, the Boot anpD SHOE 
Recorper. It has been mighty refreshing to note that 
with a more active America there is also a more active 
stream of readers seeking admission to this family of 
shoe men who weekly receive the Boot AND SHOE 
Recorver. They have become members of an associa- 
tion of 16,000 strong—one of the top paid-circulations 
in the entire business paper field. There is a reason 
for this. When a man pays good money for a publica- 
tion he expects an editorial service and an editorial 
truth or else he doesn’t long continue to buy it. New 
customers and new readers keep the body of any busi- 
ness (and again we include the Boot AND SHOE 
RECORDER) young, strong and interesting. 

We are not false prophets of a better day in shoe 
retailing—it must come—or else. What sort of stores 
are we to have vending shoes ten years from now when 
the present experienced and trained men at the fitting 
stool are “D” outed? 

As an industry we are not spending time and money 
in the education of new salesmen—rather we take ’em 
green, young but handsome—and the day they are hired 
we put a fitting stick in their hands. Shoes are not 
package goods—far from it. Customers are friends, 
not transients—providing there is an intelligence at the 
fitting stool to select and serve. Shoe salesmanship 
comes the hard way—real knowledge of the foot and its 
proportioning—real knowledge of footwear, its func- 
tion, timing, styling and ingredients, measured in terms 
of the only article of wearing apparel that MUST have 
an intelligence back of its sale. 
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A CHEF CANT MAKE GOOD OMELETS 
WITHOUT GOOD EGGS / 


LIKEWISE YOU MUST HAVE 
FINE SOLE LEATHER IF YOU 
ARE TO MAKE FINE SHOES / 


When you realize that sole leather, like eggs, can be had in 
different grades of goodness, with some definitely better than 
others, you can readily see that a hasty choice is inadvisable. How 
can you feel absolutely sure you’re right before making a selec- 
tion? In detailing your line of men’s shoes it will profit you to favor 


Kistler “BENCH BRAND?” Sole Leather 


because it is long-time-tanned, by the old-time-bark-tanning 
process, a process which has never failed to convert a steer’s hide 
into the most desirable bottom stock for men’s shoes. This leather 
of known quality can make all the difference imaginable in the 
market’s measure of your footwear value. 


gISPLED 


BOSTON, MASS. 


WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 


OUNOTO . 1840 
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Store Modernization Clinie 
At National Fair 


Architectural Experts to Assist Merchants 
with Problems Connected with Contem- 
plated Changes in Interior or Exterior 
Treatment of their Stores, at Hotel Stevens, 


Chicago, January 6-9. 


Robert L. Pioso, standing, and Karl 
E. Peterson, seated. They will advise 


merchants on 


store modernization 


problems at the National Shoe Fair. 


THE Store Modernization Clinic inaugurated at last 
year’s National Shoe Fair proved so successful that the 
Joint Committee of the 1941 National Shoe Fair are 
not only continuing this valuable service for merchants 
but have approved plans for expanding its usefulness. 
The architectural firm of Pioso-Peterson & Associates 
are again conducting the clinic. 

The 1941 National Shoe Fair, jointly sponsored by 
the National Boot and Shoe Manufacturers Association 
and the National Shoe Retailers Association, will be held 
in Chicago, January 6-7-8-9. 

The Store Modernization Clinic will be staffed by 
one of the nation’s recognized firms which has gained 
a wide reputation as specialist in store designing, par- 
ticularly shoe stores. Robert L. Pioso and Karl Peter- 
son, who will be in attendance at the Modernization 
Clinic to assist merchants in meeting difficulties arising 
from contemplated changes in their stores, interior and 
exterior planning, have had a wide experience in de- 
signing store fronts and planning interiors and locating 
departments based on traffic studies. Merchants in 
attendance considering store modernization or a new 
building should take advantage of the opportunity of 
consulting with this firm of architects who will suggest 
and advise methods without cost or obligation. 

The National Shoe Fair, following a long precedent 
of offering educational clinics of particular benefit to 
merchants, has established this clinic as a service to 
those merchants encountering problems regarding win- 
dows, lighting, store interiors, air-conditioning, location 
of departments and types of materials to be used in 


connection with renovation and modernization pro- 
grams. 

With the rapid growth of fluorescent lighting and the 
costly errors that may easily be made in the installation 
of this popular illuminating trend, Pioso-Peterson & 
Associates have added to the staff of those available for 
consultation Lester White, an outstanding lighting engi- 
neer and a national authority on illumination, particu- 
larly fluorescent lighting. Mr. White will be available 
on appointment only and merchants who expect to con- 
sult with him should arrange an appointment in ad- 
vance through the registration secretary of the clinic. 

For those desiring to know more about modern 
lighting, which is becoming so important in merchan- 
dising and attractive displays, few specialists are better 
informed than Lester White. 

So that merchants may know more about the trend 
in store designing and modernization, those in charge 
of the clinic will have on display samples of the newest 
materials used in construction of fronts and interiors. 

Merchants who have made changes in their stores on 
the advice of those in charge of the clinic are asked to 
bring with them any photographs that will show the 
improvements. 

If a merchant has a definite problem to be discussed. 
the architects request that if possible a photograph of 
the store, together with some approximate measure- 
ments, be available when plans are discussed in order 
that an intelligent and definite recommendation may 
he made. Such information will provide a better work- 

[TURN TO PAGE 39. PLEASE] 
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AIRS 


Hard usage, soakings, strains, sudden changes of 
temperature, make strenuous demands on the box toes 
of sport boots and work shoes. 


In Celastic Box Toes, manufacturers and retailers have 
found a product which successfully meets these un- 
usual demands for toughness, strength and form- 
retaining ability.* 

Even the heaviest Celastic Box Toes are easily worked 
and give accurate reproductions of the toe shape of 
the last. 


*The heaviest weight Celastic Box Celastic Double Box Toe... Celastic Composited Box Toe. 
Toe moterial or Celastic in the form Two full size cut boxes made into Asingle box toe of Celastic material 
~ ef Double or Composite Box Toes the toe of the shoe. Adds extra to which a reenforcing piece of 
may be used in all types of rugged bulk and strength to entire toe. Celastic has been adhered. Adds 
ity leather footwear. ‘ strength and bulk in the reenforced 

; part of the toe. 


. 


| 


ee 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Moderate Buying at Boston Fair 


Some Fill-In Orders Also Placed—Prices Steady in 
Volume Grades—New Styles Well Received. 


GEORGE A. DEMPSEY 


President New England Shoe and 
Leather Association 


Boston—Scattered buying of shoes 
for immediate delivery marked the 
first day of the Boston Shoe Fair, 
held December 2, 3, 4, and 5 at the 
Hotel Statler and the Parker House 
undér the auspices of the New Eng- 
land Shoe and Leather Association. 
On the second day, however, after 
buyers had had the opportunity to 
compare lines and prices, what were 
described as “fair” orders were 
placed for delivery in from four to 
six weeks. Prior to the show, business 
had been placed by wholesale houses 
which anticipate a heavy demand, 
particularly on sport types, from 
Southern resorts soon after the end 
of the year. Business on the better 
grades, on display at the Parker 
House, was light. Reluctance of buy- 
ers to make heavier commitments at 
this time was ascribed by trade 
authorities to uncertainty regarding 
future developments. 

Prices on volume grades were 
steady. Manufacturers insisted that 
no price concessions would be given; 
and pointed out that, in view of in- 
creased costs of labor and materials, 
buyers could consider themselves 
lucky not to be asked for more. They 
intimated that price increases might 
be expected in the not too remote 
future. 


by OWEN A. THOMAS 


As a matter of fact, price increases 
already have been announced in at 
least one type of footwear — the 
heavy-duty work shoe—but this has 
been caused by the stiffening in 
price of work shoe elk leather which, 
because of heavy purchases of army 
service shoes, is scarce. While this 
is, for the present at least, an isolated 
case, the fact remains, say manufac- 
turers, that nothing more can be done 
to lower the price of shoes currently 
selling at retail for around $2 a pair. 

Styles at both hotels followed 
closely the trend established by the 
various showings in New York City 
two or three weeks ago. 

Casual shoes held the spotlight 
with the emphasis on softness and 
flexibility—and all, or at least most 
of them, with low heels. These were 
seen in adaptations of the wedge 
heel; new types of platform soles; 
new molded-sole constructions 
which bring the sole well up over 
the upper of the shoe, thus doing 
away with edges and seams against 
the side of the foot; shoes with 
specially treated, softened innersoles ; 
softer leathers made by special tan- 
ning methods; heavier, more con- 
ventional outersoles but made equally 
flexible by newly-developed pickling 
processes and by flexing on machines 
either after the shoe is finished, or 
in the factories before the sole is 
attached. 

In this type of shoe the brown 
family was the most popular color. 
The range was all the way from the 
very light tans, through saddle tan, to 
beiges with a slightly reddish tint, 
and very warm cocoa shades, beauti- 
fully combined with copper color— 
sometimes in the vamp and some- 
times worked out as a contrast be- 
tween upper and heel covering. 

There were seen plenty of open- 
toe models and some open back 
styles, the latter mostly on sandal 
type footwear with cross strapping 
taking the place of the vamp. 


In materials, insofar as the more 
conventional types of shoes were 
concerned, gabardine, either alone or 
in combination with patent or with 
kid, might almost be said te have 
been predominant in dress shoes, 
while white kid, in the volume grades 
and in the better grades, as well, was 
outstanding in many lines. In fact, 
the lines of whites for dressy wear, 
and of sport shoes in combinations 
of white and tan, were longer and 
more varied than for many a year. 
Toe shapes are also important, judg- 
ing from their variety, running all 
the way from the  semi-pointed, 
through the round, to the square— 
the latter usually on highly walled 
lasts, reminiscent of the Dutch Boy 
types of last year. 

Novelties in men’s shoes, while not 
so numerous, of course, as in the 
women’s, nevertheless were given 
their first Boston showing. Chief 
among them is the shoe which has 
gone into the army for the duration— 
some of them almost exact replicas 
of footwear worn by army officers in 
the first World War; some of them 
adaptations. Plain-toed blucher ox- 
fords were most numerous. Then 
came plain-toed bal patterns. Third 
came the jodhpur and monk oxford 
types with straps and buckles for 
fastenings instead of the conventional 
laces. 

Naturally, also, browns are darker 
this year; and the cordovan color 
seems again to be coming into its 
own—-cordovan leather having been 
almost beyond price from 1916 to 
1919, so great was its popularity. 
Black leathers also were stressed in 
many lines of men’s shoes—not only 
in the types patterned after army 
shoes but in the conventional lines as 
well; while combinations of white 
and medium brown were outstand- 
ing in the lines of sport shoes. 

[TURN TO PAGE 47, PLEASE} 
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s for the new era of lithesome 
stride, a time when...women’s walk and clothes are correspond- 
ingly simple, easy and well balanced. ( A time when... shoe 
eonstruetions give freedom, designs are unembellished except by 
theme-ized motifs, such as patriotic and navy insignia, frontier 
fringe, Indian beads and Peruvian embroidery. ( A tim 


hoes, and MARACAIN is the top ranking ecrushe¢ 
ARACAIN is soft and beautiful, is at one t 
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Thanks To — 
This Suggestion from 


George Geuting, 
Geuting’'s, Philadelphia 





GEORGE GEUTING of Geuting’s, 

Philadelphia, hadn’t attended a Na- 
tional convention in nine years but 
he did develop a formula for how a 
merchant should attend a conven- 
tion that is very well worth remem- 
bering for the next time. 

George took the Convention Num- 
ber of the Boot anp SHoe Recorp- 
ER, went through it carefully and 
then planned his appointment note- 
book for each day at the conven- 
tion. He was thus able to cover 
more new and interesting lines than 
he would have done if he had left 
it to chance. It also served the 


] worthy purpose of cutting short cor- 
| ridor conversation because he could 
always, and properly, say: “I’ve an 
appointment in five minutes with So 
and So.” Thus he was able to com- 
plete his “looking calendar” and as 
a result got more out of this conven- 
tion because he had planned his 
work and worked his plan. He said: 

“You'll do a lot of walking and 
talking and skipping around and 
you'll be gloriously entertained by 
your old friends but you may want 
to see some new lines, make some 
new friends and get your money’s 
worth for your trip and you can’t 
do it without checking the big Re- 
CORDER and organizing your con- 
vention trip with it.” 

Thanks, George, we'll reprint this 
next December. 








ADVERTISING FORMS 
CLOSE IN NEW YORK, DECEMBER 10 
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Sell Rubbers as Health Insurance 


Tell the Public in Your Advertising How Wet Feet 


Cause Colds, and Serious Lilness May Be 


Avoided 


by Wearing Rubbers in Snow and Rainy Weather. 


Editer’s Nete: Listen in on the radio, if you are in 
the New England or Chicago area, as we did the other 
morning—to a one-minute broadcast, saying: 

“Weather today—rain, changing to snow or sleet tonight 
or tomorrow. 

“Are you one of the 60,000,000 Americans who suffer 
from three or more colds a year? If so, there is more 
than mere inconvenience in this weather report. The com- 
mon cold is often caused by wet feet. That’s how wet feet 
can slow down America’s preparedness program for the 
common cold is the most common cause of lost time by 
industrial workers. 

“Keep comfortable. Protect your health. Contribute to 
preparedness by keeping your feet dry with rubber over- 
shoes. Buy them at your favorite footwear store, clothing 
or department store.” 


The second day we heard the following: 


“Weather report for tomorrow is rain and snow. That's 
bad news for good shoes. Nothing ruins a pretty pair 
of dainty women’s shoes like a good soaking. Nothing 
breaks down men’s shoes quicker than getiing wet and 
drying out to harden and crack good leather. 

“Nothing protects your shoes like rubbers; and modern 
rubber overshoes, gaiters and galoshes are as smart in 
style as any well-dressed man or woman could ask. 

“Visit your favorite shoe store, clothing store, depart- 
ment store for real waterprooofed rubber overshoes that 
protect your footwear and protect your health.” 

That’s how merchants capitalize on weather reports as 
sales makers. 


ECAUSE it occurs so frequently, the disagreeable 
condition known as the common cold is usually lightly 
regarded. By many persons it is considered as a neces- 
sary and inevitable accompaniment of everyday life. 
. . -” So writes Ass’t Surgeon General Robert Olesen 
of the United States Public Health Service. 

Actually colds are responsible for more sickness and 
a greater loss of time from work and school than any 
other ailment. In fact it has been estimated that the com- 
mon cold outnumbers any other disease by 25 to 1, 


with at least 60 per cent of the people of the United 
States having three or more colds a year. Statisticians 
of the U. S. Public Health Service have estimated that 
in the United States there is an average loss of work of 
about two and one-fifth days for each worker on account 
of colds. 

Although a cold is not normally dangerous in itself, 
its ramifications frequently are. In addition to the 
direct complications, such as bronchitis and pneumonia, 
the cold is a kind of “Fifth Column” which lowers the 
resistance of the patient so that other dire results may 
follow. The cold often acts as the spark in the powder 
to start up dormant infections. There is a direct rela- 
tionship, too, between recurrent colds and the develop- 
ment of severe rheumatism and heart disease. 


COLDS run in epidemics like other infectious diseases, 
and the Winter months are especially dangerous. In 
particular, January should be watched. The weather 
man’s frequent contribution of “Cold and Wet” sets the 
stage for chain colds spreading rapidly through school, 
office, and factory as the Winter gets into high gear. 
The cold is an enemy of national defense to the extent 
that it interferes with production. National defense 
starts with “a sound mind in a sound body.” Accord- 
ing to W. T. Cameron, Chief Safety Adviser of the 
Division of Labor Standards, U. S. Department of 
Labor, “The security of a Nation depends not only on 
it physical defenses but on the well-being of its people. 
Anything that contributes to greater health and safety, 
to proper working conditions, to more adequate stand- 
ards of living, contributes to national defense.” 
Recently a leading research advisory service asked 
1042 outstanding industrial leaders the following ques- 
tion, “What new product, process or material might in- 
dustrial research develop that would be valuable to 
YOUR industry?” Under the medical classification the 
first need listed was, “A means of immunizing people 
against the common cold, or respiratory infection. This 
results in one of the greatest wastes in industry today.” 





BOOT ano SHOE RECORDER. December 7, 1940 


G/C SKI BOOT LOOPS, by actual tests, pro- 


vide the strongest available fastenings for ski 


boots. Set in from the edge of the quarter, as 
here shown, these loops provide maximum se- 
curity and insure a smooth means for the move- 


ment of the lace. 


SPORT LACES ... These new round laces are 
designed for use in the SKI BOOT LOOPS — 


and are also well adapted for general sports use. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Hide Market Active But Irregular 





Underlying Demand for Both Civilian and Military Needs 
Expected to Operate Against Any Sustained Market Break 


New York — Cross currents in the 
hide picture have created irregularity 
in the price trend. External factors, 
however, have tended to exert a stabil- 
izing influence on the market. With 
continued improvement in domestic 
business and further advances in busi- 
ness indices, plus sharp decreases in 
unemployment, encouragement is given 
to a steady market. One of the re- 
straining factors may be found in the 
uncertainty over the new tax laws, and 
not until after the turn of the year is 
the question to be reviewed by Congress. 

The hide market has enjoyed brisk 
activity. Prices moved over fairly wide 
ranges. Declining tendencies were 
manifest at times, as the result of the 
seasonal let up in activity in the move- 
ment of both leather and shoes. With 
the in-between season period at hand, 
and the fact that hide prices usually 
are marked down somewhat at this time 
of the year, there has been no little 
hesitancy in opposing the declines. 

In view of the business outlook and 
the healthy statistical position, it is the 
feeling in leading dealer and packer 
quarters that hide prices should not de- 
cline to any degree from ruling levels. 
It is felt that a further seasonal price 
reaction may be witnessed, but that the 
underlying demand for both civilian 
and military needs is sufficiently great 
to militate effectively against sustained 
break in the hide market. 

For a time, hide prices declined to- 
ward the end of last month, due to the 
fact that a deal involving 262,000 pairs 
of high top boots for mobile army on 
which bids were supposed to have been 
opened in mid-November, were called off. 
This involved about 2% million feet of 
upper leather and some leather orders 
had been placed in anticipation of this 
business. However, after the effects 
of this disappointment wore off market- 
wise, following a modest decline in 
prices, buoyancy again developed on 
confirmation that the government will 
invite bids this week on an additional 
1% million pairs of shoes. 

Then again, the Boston Shoe Show 
this week has created encouragement 
for another buying movement, particu- 
larly in upper leathers. This show is 
almost a month earlier than usual. 

The leather market -has been rather 
quiet, which of course, is purely a sea- 
sonal development. Tanners, however, 
are reported as still busy shipping 
against old orders, and are finding shoe 
makers resisting price rises. 

The spot hide situation remains one 
of strength. Big packers have pursued 
a policy of disposing equal to the week’s 
kill almost regularly, even if price con- 
cessions have to be made. Ruling prices 
on spot hides in the domestic markets 
are fully 1c. a pound less than those 
prevailing last month. With the sea- 


son of the less desirable hides at hand, 
packers are “none too willing to ac- 
cumulate stocks in spite of the healthy 
statistical position. Light native cows, 
northerns, were selling at 13c. a pound, 
and river point at 13%c. while heavy 
native cows at 13c., light and heavy 
native steers at 14c., colorados 12%c. 
Butt branded steers 13c. and branded 
cows 12%c. 

In the Argentine a stronger market 
was the rule, with the demand from 
England the dominating influence. Ad- 
vances in the past month of fully lc. 
a pound were registered, with frigori- 
fico standard heavy steers selling at 
14%c. and reject steers at 13c. 

While the domestic hide picture re- 
mained sound, there again has devel- 
oped the threat of pressure of foreign 
hides. Offerings of various types of 
Brazilian, Mexican, Venezuelan, South 
African, Nigerian, etc., hides are now 
being offered here at attractive levels. 
Of course, the demand for these hides 
remains limited in that ticky leather is 
not desirable in the domestic markets, 
as a rule, but it is pointed out that at 
a price such could easily be included 
in some of the lower cost shoes. 

We are also at the season of the year 
when specialty leather interests with- 
draw from the market, having no de- 
sire to accumulate grubby hides which 
are now being taken off. Consequently, 
the tanner demand is expected to be 
less keen than in recent weeks. 

Hides futures have fluctuated quite 
erratically. The market was guided 
primerily by the price movements in 
securities. Thus far, there have been 
only seven transferable notices issued 
against December hide contracts. The 
open interest is considered as quite fair, 
and some erratic price movements in 
the December position are looked upon 
as more than likely. 

A sharp increase in the total into- 
sight movement of cattle hides, an in- 
crease in production and leather con- 
sumption, compared with a month ago, 
also some increase in the visible stocks 
in all hands is shown in the figures just 
released by Commodity Exchange, Inc., 
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referring to the month of October. De- 
tails, in thousands of hides are shown 
in the table below: 

During the month of October ex- 
ports of cattlehides and kips from the 
Argentine totaled 541,000 pieces, of 
which 328,000 were shipped to United 
States and Canada, 167,000 to England 
and 46,000 to other countries. For the 
ten months of this year, exports have 
amounted to 5,746,000 pieces as com- 
pared with 938,000 during the like peri- 
od of 1939. The proportion shipped to 
the United States and Canada so far 
this year has amounted to 34.5 per cent 
of total exports while 31.3 per cent 
were shipped to England. During the 
similar period of 1939 only 10 per cent 
of total exports from the Argentine 
were shipped to England while the 
share of United States and Canada was 
33.3 per cent. 


Intensive Ad Campaign 
Stimulates Gift Sales 


SPOKANE, WASH.—The Crescent De- 
partment store drew on its shoe de- 
partments for some of the merchandise 
featured in an intensive advertising 
campaign aimed directly at Christmas 
gift buyers. 

One hundred and fifteen copies were 
printed of an eight-page special news- 
paper supplement in which all the items 
being promoted were illustrated and 
listed with the price and the depart- 
ment in which they were sold. The 
cover was done in colors—large Christ- 
mas bells in red. Of these supplements, 
94,000 were circulated with the Sunday 
morning newspaper, 20,000 were sent 
out by direct mail. 

Following the appearance of the 
printed matter, every item featured was 
used in the store’s window displays for 
the week. 

Merchandise featured from the 
shoe departments included: for men— 
“Warm-up” ski shoes at $2.75 and 
$3.50; Leisure shoes in tan or maroon 
with black trim at $5; and opera-styled 
slippers at $3.25 and $2.50. Men’s mod- 
erately priced hose was also featured. 
Several items from the Crescent’s 
Tamly shop were chosen, and the main 
floor ladies’ shoe department was rep- 
resented by black kid house slippers 
with pompons at $3.50 and plush col- 
lared slippers at $1.95. 





Movement Into-Sight of Cattle Hides 
Federal inspected slaughter 
Uninspected slaughter 
Net imports, raw 
Total movement 

Wettings 
Cattle hides only 
All other hides 
Total wettings 

Production of 


into-sight 


-»740 
812 


Total consumption of leather ................ 


Exports of leather 

Imports of leather 

Domestic consumption of leather 
Raw stocks in all hands 

In process stocks—all hands 
Finished leather stocks—all hands 
Total visible stocks in all hands 


Boots and shoes production (thousand pairs). . 





*Revised. 
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War Influence Slight on Florida Styles 


Resort and Casual Types Lead for Men in Miami—Importance 
of Shoe and Part of Ensemble Stressed 


MiaMI, Fia.—E. J. Sanders, of the 
Crittenden Bootery Co., operators of 
shoe departments in a number of Flor- 
ida department stores, including Bur- 
dine’s, Miami; Willson-Chase, St. 
’etersburg; Maas Bros., Tampa; Hatch, 
\Vest Palm Beach; and Levy’s, Jackson- 
ville, does not feel that the war situ- 
ation has as yet exercised much influence 
over men’s shoes. That may come later. 
here is considerable leaning right now 
toward a strap-monk type, worn by avi- 
ators, and being adopted by men in 
ther lines. However, the resort at- 
mosphere of Florida will make the 
casual type tremendously important, 
says Mr. Sanders. And he also states 
that there is going to be more impor- 
tance to fitting the shoe into an ensem- 
ble. It may match or contrast but must 
most definitely be coordinated and har- 
monize. For example, shoes are being 
tied in and matched to shirts, sports 
jackets, slacks, handkerchiefs and ties. 
One of the interesting trends will be 
yellow tones. Woolen sports jackets 
are going to match the buck shoe. One 
of the smart ensembles will be “cream 
and coffee.” This introduces coffee 
brown and a soft cream yellow. It will 
be shown in calf and buck. Buck, by 
the way, according to Mr. Sanders, will 
be terrific this season. 

Another important note is increasing 
interest in wedge and platform soles. 
The idea is to give a shoe a heavier 
appearance, even though the construc- 
tion is light. Rubber or composition 
sales are gaining in favor, again show- 
ing the heavy effect. Broader toes are in 
demand,—a forerunner of army influ- 
ence. 

Two tones or combinations are to 
be shown in a wide range. Strong high 
colors were good last season and are 
holding over this year. A few dark 
green tones are being introduced,—some 
dark wine and plenty of yellow and 
buff. 

A new shoe which Mr. Sanders him- 
self is wearing, and which is exciting 
comment, has a vamp of plastic. The 
shoe, with platform sole, of two tone 
buff and brown, is worn with socks ex- 
actly matching in color, and slacks of 
the same shade. Coffee brown sports 
coat, tie and handkerchief complete the 
ensemble. This is the type of outfit 
that is going over big right now and 
will be tremendous as the season ad- 
vances. It is smart for business, for 
the races or for casual wear. 

The so-called leisure type of shoe is 
expected to be stronger than ever this 
season. In brown and white, all brown, 
and a few other combinations, buck and 
grain leathers, it promises to be out- 
standing. 

As for women’s shoes, Mr. Sanders 
predicts that plastic will be important. 


More interest is seen in new lasts this 
season. Open toes have become a clas- 
sic, so a number of closed toe models 
are being introduced as high style 
novelties. With the closed toe comes a 
return of the open back. Grecian straps 
are in the picture. The real note is the 
moccasin type which is offered in many 
versions. Because of difficulty in hav- 
ing skins died to certain shades, there 
is some return to fabric. Heels have 
gone higher and lower; higher for eve- 
ning and lower shaped heels for casual. 
Plenty of color in the picture, and much 
of this are shades brought from the 
American Indian—all new and absorb- 
ing. Yellow is very smart. 


Students Buy Sensible Types 


MapIson, Wis.—‘“Students are not 
buying the jitterbug type of shoe at the 
University of Wisconsin,” according to 
A. R. Thomas. proprietor of the Jensen 
Boot Shop. “Eighty to 90 per cent of 
the women are buying brown sport and 
walking shoes, while black continues 
popular for dress shoes. Men are wear- 
ing heavy double sole, wing tip shoes, 
some plain, others of the moccasin type. 

“When students first come to the 
University, they have their supplies of 
footwear, but by November they are 
buying new shoes and asking for defi- 
nite style. It seems that their minds 
are made up before they come into the 
store, and they’ll not take a substitute. 

“This year the rubber companies 
came out with a light tan. fleece-lined 
boot. We thought we’d do well with 
these. Instead, the women continue to 
buy the leather. calf-skin. fabric-top, 
lamb-skin lined boot, which was pop- 
ular a year ago.” 

Jensen’s state that their business is 
most active from March to November. 
During the Summer school period, their 
business is especially good. They do 
not carry an inexpensive shoe, but find 
that shoes priced from $5 to $8.50 are 
most popular. Students pav little at- 
tention to bargain sales. When they 
want shoes, they come in to get them. 


Former Shoe Man 
County Representative 


Des Mornes, lowa—Walter S. Arant. 
in the retail shoe business in Des 
Moines for many years and at one time 
president of the Iowa Shoe Dealers’ 
Association, who is now connected with 
an investment firm, was elected Polk 
County state representative at the re- 
cent election. He has expressed himself 
as intending to take an active part in 
legislation in favor of Iowa farm ten- 
ants. 
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MEN WANTED 


EXCLUSIVE 
HEALTH SPOT SHOE SHOPS 


This is more than an opportu- 
nity to become associated with a 
steadily growing chain of ex- 
clusive orthopedic shoe stores. 


Any man who qualifies and is 
placed in charge of a Health 
Spot Shoe Shop, can look for- 
ward to a good future. 


Experience in orthopedic shoe 
selling, and willingness to work 
hard, are two major require- 
ments. Essential also is a pleas- 
ing personality, good health, 
ambition, executive ability. 


Latest data on fitting technique, 
selling routine, window display, 
stock control, effective merchan- 
dising, are furnished through a 
central office where constant re- 
search is carried on. 


Bookkeeping detail and budget 
control are handled by the cen- 
tral organization, giving the 
manager more time for selling 
and contacts. 


Health Spot Shoes are becoming 
more and more popular, as the 
news of their merits reaches 
friends and relatives of satisfied 
wearers. 


Are YOU 
the man 
we are 
looking 

for? 


Check your qualifications. If 
they measure up to the require- 
ments mentioned in this ad, we 
should like to have vou write in 
for an application blank. 


HEALTH SPOT SHOE SHOPS, Inc. 


Industrial Avenue 
DANVILLE, ILLINOIS 
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HOPE IN EVERY BARREL! 
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Barrels of Shoes for War Relief 


FRED HAGA, of the 
L. B. Murphy Co., Alliance, Neb., says:— 


“With the aid of the local Cub Scouts, remote 
control radio, newspaper, lodges and civic organ- 
izations we were able to collect upwards of 15 
barrels of old shoes from citizens living in and 
around this small western Nebraska town. We at- 
tribute the success of this drive to our local Cub 
Scouts; these little fellows made a house-to-house 
canvass in the city and the results were remark- 
able. Thus last week we were happy to label six 
barrels of wearable shoes to be shipped, freight 
prepaid, to the British War Relief Society, New 
York City. 


“We trust, as do the citizens that so graciously 
cooperated with us in this drive, that these shoes 
will reach our English friends in time to aid their 
suffering. Our aim in writing this letter to you is 
to encourage smaller communities such as ours 


to ‘Roll Out the Barrel’.” 


What you can do to help:— 


1. 
2. 


Make your store a collecting depot. 


Put a barrel in the store and a card in the window! 
Publicize freely. 


. Sort shoes so final shipment contains only serviceable, 


practical footwear for children, women and men— 
rubbers also are needed. 


. Tie up in pairs, wrap in paper or newspapers, pack in 


the barrel securely. 


. Cooper up head of barrel and strap it up securely for 


ocean shipment. 


. Send barrel—IMPORTANT—freight prepaid by you 


to: 
BARRELS OF SHOES FOR WAR REFUGEES, BRIT- 
ISH WAR RELIEF SOCIETY, INC., 480 LEXINGTON 
AVENUE, NEW YORK CITY. 


- Barrels will be shipped immediately through affiliated 


distribution centers to war refugees abroad. 


Barrels of Shoes for War Refugees is a free and voluntary service through shoe stores in 

America, and each participant is expected to pay freight to New York. There are no 

funds for any expenses. Committee: BARRELS OF SHOES FOR WAR REFUGEES, 
Everit B. Terhune, Chairman, 5th Floor, 100 East 42nd Street, New York City. 
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Arrange Program for Michigan Shoe Fair 





Retailers and Travelers Meet to Discuss Plans for 35th Annual 
Event at Hotel Statler, Detroit, January 12-14 


Detroit—Members of the Michigan 
Retail Shoe Dealers Association and 
the Michigan Shoe Travelers Club who 
had been designated to make arrange- 
ments for the 35th Annual Michigan 
Shoe Fair, to be held at the Hotel 
Statler, Detroit, January 12-14, held a 
dinner meeting on Thursday evening at 
Cliff Bell’s to discuss and complete 
plans. The following committees and 
chairmen were appointed: 

General Convention Co-chairmen - 
Clyde K. Taylor, Herman Meyer. 

Registration — Co-Chairmen: Guy 
Dixon. C: E. Armbruster. 

Publicity—Co-Chairmen: Sam Kane, 
Nathan Hack. 

Program—Co-Chairmen : 
tor, J. D. McSweeney. 

Entertainment—Co-Chairmen: Frank 
A. Huetter, Walter Magee. 

Reception — Co-Chairmen: Charles 
Harris, Glen Buell. 

Fashion—Co-Chairmen: S. S. Weiss, 
Sam Plotler. 

Following is the official program for 
the Fair: 


Sunday, January 12 


9 a. m. — Registration of visiting 
shoemen. Lobby floor desk, Hotel 
Statler. 

10 a. m.—All sample rooms display- 
ing the newest Spring shoe creations 
for every occasion, from the highest to 
the lowest price bracket, will be open 
for inspection from 10 a. m. 

4 p. m—Michigan Retail Shoe Deal- 
ers Association Board of Directors 
meeting and election of officers. Ball- 
room floor, Hotel Statler. 


Moe Can- 


Monday, January 13 


12:30 noon—Specially arranged noon 
luncheon for retailers in the Ballroom, 
Hotel Statler. Welcome address by R. 


J. Schmidt, President Michigan Retail 
Shoe Dealers Assn. and Bruce Dick- 
man, President Michigan Shoe Travel- 
ers Club. Address by Mr. R. Wayne 
Newton, Executive Secretary of the 
Michigan Retail Institute, in which he 
wil' discuss retailers shoe problems. 
Other speakers will be announced later. 

10:30 p. m.—Grand slam band party. 
That will break all previous records for 
fun. Given by the Shoe Travelers with 
the retailers as guests. 


Tuesday, January 14 


7 p. m.—Grand banquet. Immediate- 
ly following an elaborate floor show 
will be presented revealing the shoe 
fashions of 1941. Dancing to music 
furnished by a noted orchestra. 

The noon meeting on Monday will be 
one of the most important meetings of 
the entire convention and will cover 
matters of vital importance to the shoe 
trade, according to Nathan Hack, De- 
troit shoe retailer. 

That this Shoe Fair will be one of the 
most outstanding and successful shoe 
fairs ever held by these associations is 
evidenced by the fact that 85 per cent 
of the space allotted for exhibitors, or 
practical!y all of the 12th, 13th and 
14th floors of the hotel, have already 
been reserved and paid for. 


Back on Road After Illness 


Los ANGELES, CALIF.—A. B. Clark, 
well known and long active traveling 
shoe man, is back on the road following 
an illness which kept him from his ter- 
ritory for some time. 

Mr. Clark is now representing the 
line of J. S. Zulick & Company, chil- 
dren’s shoe manufacturers, on the 
Coast. 


Committees Named 
For Midwest Fair 


CINCINNATI, OH10—The first meeting 
of the Midwest Shoe Fair committee for 
the current season was a November 
dinner meeting in honor of retiring 
chairman, Frank J. Weber. 


FRANK J. WEBER 


Mr. Weber, who has served for the 
past five years as general chairman of 
the Fair, was presented with an en- 
graved wrist watch as an expression of 
gratitude for the part his sincere inter- 
est and hard work have played in help- 
ing to make the Midwest Shoe Fair one 
of the outstanding shoe conventions in 
the country. 

At this meeting plans were also begun 
for the 1941 Fair which will again be 
held in Cincinnati next Spring at the 
Netherland Plaza Hotel. 

Chairman Gene Held, of the Mabley 
& Carew Co., expressed his hope that 
the entire industry would continue to 

[TURN TO PAGE 37, PLEASE] 
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Low Heels Sell Well at Chicago Showing 
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Platforms, Wedges, Reptile Trim in Demand——Men’s Military 
Types Good Sellers—December Showing to Be Omitted 


Cuicaco, ILt.—The greatest low heel 
season the shoe industry has known is 
forecast for this coming Spring and 
Summer in view of the dominance of 
sales of shoes of this type at the regular 
monthly shoe show given recently by 
the Chicago Shoe Travelers at the Mor- 
rison Hotel. Merchants bought with 
confidence at the show and showed con- 
siderable interest in the newer styles, 
particularly in play shoes. 

Stepins, pumps, and monk type shoes 
in gabardine with snake trim were 
bought in large quantities for immediate 
demand and to continue well into 
Spring. Black gabardine with grey 
snake trim with a modified wedge heel 
and with the platform led the sales, 
although brown and blue combinations 
were also popular. Snake also appears 
as a popular platform trim which is 
continued into the heel in the higher 
heel versions. Modified wedges were 
bought in every type of shoe ranging 
from the dressiest to the most severe 
sport types, and several merchants pre- 
dicted that they will be the most im- 
portant factor in late Spring and Sum- 
mer shoes. Platforms are also in good 
demand in all types. Sport shoes sold 
well and there was considerable inter- 


est in low cut cowboy type boots in ox- 
ford versions and in sport shoes which 
are definitely on the play shoe side. 
Almost every bright color and color 
combination available was bought in 
play shoes, which are expected to start 
selling early in the Spring and continue 
well into next Fall. 

Men’s shoes sold especially well at 
this show. Black and brown military 
types were most popular in the dress 
field, with brown predominating. Brown 
and white and brown and light tone 
combinations also sold well in sport 
types. 

Because this was the last show be- 
fore Christmas, house slippers and 
boudoir lines did especially well, with 
indications that this is to be a record 
Christmas in this division. Snow boots 
were in heavy demand, with several 
houses clearing out their stocks almost 
completely. 

This was the last show to be given 
by the Chicago Shoe Travelers’ Asso- 
ciation for the current year. The De- 
cember show is omitted because of the 
proximity of the National Shoe Fair. 
The next show will be held in the lat- 
ter part of January. 





Largest St. Louis Display 
At National Shoe Fair 


St. Louis, Mo.—Seventy-five thou- 
sand samples of shoes—everything 
from milady’s slippers to workmen’s 
“safety” shoes—will be exhibited by 
St. Louis manufacturers at the sixth 
annual National Shoe Fair, to be held 
in Chicago, Jan. 6 to 9, inclusive. 
Wholesale value of the sample lines to 
be displayed by the St. Louis houses 
was estimated at more than $170,000 by 
A. M. Burton, secretary of the St. Louis 
Shoe Manufacturers’ Association. 

Pointing to the fact that it is the 
largest display ever attempted by the 
St. Louis industry at a National Shoe 
Fair, Mr. Burton declared that this 
city, long an outstanding footwear cen- 
ter, is rapidly assuming leadership as 
a focal point not only for shoe produc- 
tion, but also for the creation of foot- 
wear fashions. 

“Annual dollar value‘ of shoes pro- 
duced in the St. Louis area,” Mr. Bur- 
ton said, “has reached $220,000,000, and 
the industry is now providing employ- 
ment for 54,000 workers. The 42 St. 
Louis exhibitors who will display their 
lines at the National Shoe Fair in Chi- 
cago will require three entire floors of 
Hotel Stevens for their displays. Six 
thousand buyers, representing busi- 
nesses in every state, are expected to 
attend the fair.” 


Nathan Schenthal 
Convalescing 


BALTIMORE, Mp.—Nathan Schenthal, 
who for the past 43 years has been 
the shoe buyer of Hochschild, Kohn & 
Company, is recuperating from a major 
operation at the Union Memorial Hos- 
pital. Mr. Schenthal has been at the 


To Give Course in 


Retail Shoe Operations 


Sr. Lovuis—Richard J. Parnall, who 
has been associated with the shoe busi- 
ness for more than twenty years, has 
organized the Shoe Retailing Bureau 
of America, with offices in the Security 
National Bank Building, here, for the 
purpose of giving a course in the sub- 
ject of successful shoe store operations. 
The course consists of 33 lessons, and 
the material and subject matter have 
been prepared by Mr. Parnall, with the 
cooperation of a number of shoe re- 
tailers and manufacturers. 

Mr. Parnall has been a salesman for 
the International Shoe Company; mer- 
chandise manager for Montgomery 
Ward, department manager for Sears, 
Roebuck & Company, sales and promo- 
tion manager for Wohl Shoe Company 
and sales manager for Tober-Saifer 
Shoe Company. Melvin F. Roman is 
executive vice-president of the Shoe 
Retailing Bureau of America. 

The course of study is designed to 
suit the requirements of retail shoe 
dealers and their employees, and a cer- 
tificate of graduate life membership is 
given. In addition the Institute main- 
tains a placement service, established at 
the suggestion of a number of shoe re- 
tailers interested in the work, for the 
purpose of helping those who qualify 
to obtain positions or advancement. 
Free consultation is also available for 
registered members. 


hospital for the past five weeks, but ex- 
pects to return to his home shortly. He 
is in fine spirits, but anxious to get 
back in harness. Throughout his ill- 
ness he has never lost the fine sense of 
humor that has always been one of his 
outstanding characteristics, and his 
visitors have the novel experience of 
enjoying a visit to a hospital. 





Were You There? 


Boot and Shoe Travelers’ Association of New York held a dinner for visiting 
shoe men at the Hotel Pennsylvania at the time of the recent Spring Opening in 
New York. Over 600 attended the dinner, which was one of the largest ever 


sponsored by the Association. 


Proceeds from the dinner, which is to be an 


annual affair, will help defray what the association has to pay for premiums in 
order to keep up their insurance, to make loans, etc. Those responsible for the 
success of the dinner were: Tom England, Charles Havranck, secretary of the 
association (lower left corner) and Mort Seaman. Warren Kolkebeck, Harry 
Kunze and Vin Havranck assisted. One of the pleasant incidents of the evening 
was the introduction of the dean of the New York Travelers, Barry Rogers. 
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Dates to Remember 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Illinois. 

January 4, 5, 1941 

NATIONAL SHOE FAIR, Hotel 
Stevens, Chicago, Ill. 

January 6, 7, 8, 9, 1941 

Michigan Annual Shoe Fair (Joint- 
ly Sponsored by Michigan Retail 
Shoe Dealers Association and 
Michigan Shoe Travelers Club), 
Hotel Statler, Detroit, Mich. 

January 12, 13, 14, 1941 

Charlotte Shoe Show, Hotel Char- 
lotte and Hotel Selwyn, Char- 
lotte, N. C. January 12, 13, 14, 1941 

Joint Annual Convention South- 
western Shoe Travelers Associa- 
tion and Texas-Oklahoma Shoe 
Retailers, Hotel Adolphus, Dal- 
las, Texas. 

January 12, 13, 14, 15, 1941 

California Shoe Fair, Hotel Bilt- 
more, Los Angeles, Calif. 

January 15, 16, 17, 1941 

Buffalo Shoe Style Show, Hotel 
Statler, N. Y. January 19, 20, 1941 

27th Annual Shoe Show, Middle 
Atlantic Shoe Retailers Associa- 
tion, Benjamin Franklin Hotel, 
Philadelphia, Pa. 

January 19, 20, 21, 1941 

Indiana Shoe Buyers’ Week, Indi- 
ana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, 
Ind. January 19, 20, 21, 1941 

Annual Spring Shoe Show of Mid- 
Continent Shoe Travelers’ Assn., 
Skirvin Hotel, Oklahoma City, 
Okla. January 19, 20, 21, 1941 

Monthly Shoe Display of Chicago 
Shoe Travelers’ Assn., Morrison 
Hotel, Chicago, Ill. 

January 20, 21, 1941 

Annual Convention Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 

January 26, 27, 28, 1941 

Official Opening of American 
Leathers and Style Conference 
for Fall, 1941, Waldorf-Astoria 
Hotel, New York. 

March 31, April 1, 1941 

Spring Meeting Tanners’ Council 
f America, White Sulphur 


ry 
Springs, W. Va. May 8, 9, 1941 





A. R. Toffler Joins Edwards 
Staff 


PHILADELPHIA, Pa.—A. Robert Tof- 
fler has been appointed to the selling 
staff of J. Edwards & Co. of this city, 
and will be in charge of the field 
presentation of the Junior Foot Saver 
line for which J. Edwards & Co. have 
manufacturing rights. Mr. Toffler will 
represent the Junior Foot Saver line 
exclusively. 

Mr. Toffler brings to his new connec- 
tion a fine background cf shoe experi- 
ence, having been connected with the 
sales staff of the Brown Shoe Company 
for the past fifteen years. He enjoys 
an extensive acquaintance in the trade 
and is very enthusiastic about the line 
that he will now present to the trade. 








NOT susu Leacue 


SHOEMAKING 


HIGHEST QUALITY 


Cincinnali Made by 


S* CHAMPION CRAFTSMEN 


The only feature line in its 


price range made entirely 


in a large shoemaking cen- 


"CRrerexioe 


ter. Lot by lot, shoe for 


shoe; Foot Rests are far superior to footwear 


made in the bushes. Many Foot Rest shoe- 
makers are children and grandchildren of Krip- 


pendorf employees. It shows in the shoes. 


Au with the new 


VERIFLEXIBLE PROCESS 


The most flexible soles we've ever built. Same 
weight leather insole and outsole. It’s the process 
that makes the difference! Worthy addition to 
famous Four-Spot Comfort features. Pat. Pend. 





Nationally Advertised to Retail at °6° to °6"* stightly Higher Denver Weet 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 


NEW YORK SHOWROOM: MARBRIDGE BUILDING 





Brown Co. Moves Main Office 


New YorkK—As of Dec. 2, 1940, the 
main office of Brown Company will be 
located at Berlin, N. H., home of the 
company’s pulp and paper mills, ac- 
cording to an announcement made by 
the trustees of Brown Company. This 
action coincides with the closing of the 
company’s offices at Portland, Me. 

H. P. Carruth, general manager, will 
be at Berlin, as will all departments 
of the company except the sales depart- 
ment. The general sales offices are at 
500 Fifth Avenue, New York City. 


MacWaters with 
Little Welt Shoe Co. 


BIRMINGHAM, ALA.—L..J. Mac- 
Waters, formerly manager of the Bur- 
ger-Phillips Company Children’s Shoe 
Department, has accepted a_ position 
with the Little Welt Shoe Company in 
Nashville, Tenn., leaving Burger’s early 
in November. ° 

J. A. Poore, formerly in the ladies’ 
shoe department of the Burger-Phillips 
Company, has been transferred to 
the management of the children’s de- 
partment of the same store. 





Workshoes 
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Soles and Heels 
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LITHOX CORD HEELS 
SQUARE CORD HEELS 


Greatest values on the market. 
They do not become slippery. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 
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Store Fixtures 
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HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears.Write for 
Catalog of Shoe Store Equipment now. 


HOWELL 


F. D. Knapp 


MINNEAPOLIS, MINN.—F. D. Knapp, 
‘of Detroit Lakes, Minn., superinten- 
dent of Ben Franklin Stores for Butler 
Bros. in Minneapolis, was killed in- 
stantly in a head-on automobile colli- 
sion near Grafton, N. D. Occupants of 
the other car were also killed. 
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Obituaries 


Mott B. Hughey 


WATKINS GLEN, N. Y.— Mott B. 
Hughey, 73, head of Hughey’s Boot 
Shop, former president of the New 
York State Shoe Retailers’ Association 


MOTT B. HUGHEY 


and one of the ablest and best-liked 
shoe men in the state, died here Nov. 28 
after a long illness. 

Mr. Hughey had been in the retail 
shoe business 55 years. He belonged to 
numerous organizations, took an active 
part in civic affairs and was long a 
leading citizen of the community in 
which he had varied interests. 

Born in Townsend, N. Y., April, 4, 
1867, the son of Dr. Lyman Hughey 
and Hannah A. Brown Hughey, he 
was brought to this village with his 
parents when he was six months old. 

He left school at the age of 14 to 
clerk in the shoe store of John Budd, 
remaining for 7 years, and he then be- 
came a partner in the W. M. Pellett 
shoe store. 

In 1909 he purchased the interest of 
his partner, organizing Hughey’s Boot 
Shop and catering to a clientele over 
a large area. A most attractive and 
modern store through changing trends, 
its forte was style and quality. 

Besides the shoe business, he was 
secretary of the Watkins Salt Com- 
pany—a position he held 29 years—and 
a director of the Glen National Bank 
since 1913. 

Mr. Hughey belonged to the Pres- 
byterian Church, the Masonic order, 
the Watkins Glen Chamber of Com- 


merce, the Watkins Glen Yacht Club 


and the Rotary Club. 


He was a charter member of the 


New York State Shoe Retailers’ Asso- 
ciation, its president in 1923-1924, and 


a director since. He was also a mem- 


ber of the National Shoe Retailers’ 
Association. 

H. Ray Dunham, a partner of Mr. 
Hughey in his store, has been in charge 
of the business during his illness. 

Besides his widow, Mrs. Margaret 
Haring Hughey, he leaves one son, 
George Hughey of Los Angeles. 

The Rev. William J. Cartmell offi- 
ated at funeral services in the Presby- 
terian Church Nov. 30. It was attended 
by many shoe retailers. 


Arthur E. Tracy 


Sr. Louis, Mo.—Arthur E. Tracy, 
59, secretary of Kane, Dunham & 
Kraus, Inc., died of cerebral hemor- 
rhage at his home in University City, 
Mo., recently. Funeral services were 
held at Our Lady of Lourdes Catholic 
Church, burial at Calvary cemetery. 


Clarence L. Kime 


Lockport, N. Y.—Clarence L. Kime, 
69, a retired shoe salesman, died at the 
home of his niece, Mrs. Richard M. 
Watson, South Transit Road, recently. 
Mr. Kime, a native of Lockport, was 
employed for many years at the J. K. 
Perry Shoe Store. Later he was in 
the shoe department of William Broth- 
ers, and then traveled for the Adams 
Shoe Company of Boston. 

Active in political and civic affairs, 
he was a member of the Lockport 
Health Board during the administra- 
tion of former Mayor Ernest B. Crosby. 
He belonged to Lockport Lodge of 
Masons and the Baptist Church. 

Besides Mrs. Watson he leaves four 
other nieces. 


F. C. Phillips Adds to Plant 


StovucnHtTon, Mass.—F. C. Phillips, 
well-known manufacturer of golf shoe 
spikes, has recently completed an addi- 
tion to his factory here which provides 
him with much-needed office space and 
frees that portion of the plant formerly 
devoted to offices for an expansion of 
manufacturing facilities. 

This addition, a two-story structure, 
with three offices on the first floor and 
room on the second for a photostat 
plant and materials storage, conforms 
in every respect to the most advanced 
standards of the architectural profes 
sion. The exterior walls are of weld 
wood set in cement and effectively block 
off all outside noise, even that of th 
adjacent factory. The offices are win 
dowless, an even lighting being achieve: 
by the scientific distribution of moder: 
lighting equipment throughout all of- 
fices. Air-conditioning and heating 
equipment, automatically controlled 
has been installed, in addition to man: 
other features. 

Because of a shortage of labor caused 
by the huge construction program 0° 
the Army at Camp Edwards in nearby 
Bourne. all work on the new buildin 
was done by Mr. Phillips’ employees. 
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Psychological 
Merchandising 
[CONTINUED FROM PAGE 19] 


Each of these types has proved re- 
sponsible for 90 per cent of the shoes 
aligned with their descriptions, and 
they thus make up a tight “prescrip- 
tion” which works wonders in getting 
a good response. Every Imperial man 
has been intensively trained to study 
his customer while fitting his feet, mak- 
ing the suggestion at the end of the 
sale. When the proper shoe type has 
been decided, they are immediately 
picked up from the display and placed 
in his hands—where the customers can 
“get the feel” of the suggested pair 
quickly. Naturally, an occasional mis- 
take or exception occurs—but for the 
most part, Mr. Epstein’s use of psy- 
chology “hits the nail on the head.” 
Fifteen sales per day from the extra- 
pair display is the average, each made 
simply because the salesman picked the 
right merchandise at the right time, 
adding a convincing bit of suggestion. 

“If the shoe store contacts every cus- 
tomer on the idea every time he enters 
the store, he is bound to buy eventual- 
ly,” Mr. Epstein added. “That’s why 
we are willing to spend extra time in 
sizing up the customer and offering the 
correct pair. When it is considered 
that we frequently sell a $12.75 golf 
shoe and a $3.50 pair of golf rubbers 
to the man who has just purchased a 
$10 pair of shoes, the extra profit re- 
turns can be well understood.” 

All merchandise on the suggestion 
display are higher-priced lines, and are 
sold on a basis of quality and timely 
suggestion alone. Each of the four 
salespeople in the department trims the 
display one week in rotation—this serv- 
ing to keep their interest fresh, and the 
idea of proper contact with the cus- 
tomer always in mind. 


Committee Named 
For Midwest Fair 
[CONTINUED FROM PAGE 33] 


support this Fair as sincerely as they 
have done in the past and announced 
the following committees and chairmen 
who are 'to handle the detail work: 
Gene Held, chairman; Frank J. Weber, 
honorary chairman; Jos. S. Stern, vice- 
chairman; E. C. Horn, secretary; 
George Dohrman, treasurer. 

Style Show and Entertainment Com- 
mittee—W. E. Newbold, chairman; Ed. 
Horwitz, Henry Momper, Bob Nunn, 
J. S. Stern, Frank X. O’Brien. 

Registration Committee—Henry Mom- 
per, chairman; Al Schloemer, Al. Klin- 
kitch, Iriving Hanig, Bill Horstman. 

Local Publicity Committee—Milt Ru- 
binson, chairman; Herman Harrison, 
Morris Edwards, A. M. Sandke. 

National Publicity Committee: Ira 
Longini, chairman; Julian Marks, Mau- 
rice Pleatman, Dan M. Cohen, L. C. 
Beutel, Guy Spring. 


Finance Committee: George Dohr- 








The STARS of 4] 


COLLEGE CHUMS to retail $4-$5 
TOM-BOYS to retail $2.50-$3.50 
CHILD LIFE to retail $3-$5 


Three lines of “priced to sell" quality 
shoes that fairly sparkle with customer 
appeal. 


*% Glove soft leathers 

* Brush stained 

% Red rubber wedgie soles 
% Indian fringes 


You'll agree that these lines are truly the 
“STARS of '41" 


Write to have our salesman call, or see us 
at the Fair, Jan. 6-9, 1941. 


Rooms 833A, 834A, Stevens Hotel 


* * 


* 7 


(EF, 


SHOE MFG. CO. 


Milwaukee, Wis. 








man, chairman; John Schwarz, 
Kessen, Frank Weber. 

Program Committee: Harry Lasky, 
chairman; Charles Longini, Ben Gard- 
ner. 

Reception Committee: Florence 
Guenzer, chairman; Jack Rappe, Sig- 
mund Cohen. 

The next meeting of the committee 
is to be held on December 9th and will 
be followed by regular monthly meet- 
ings up to the time of the Fair. 


Sol Panor 


Des MOINES, 
operator of the Sol Panor Shoe Co., 


Iowa—Sol Panor, 59, 


located at Eighth and Locust Streets 
for the past 15 years, and a shoe mer- 
chant here for 36 years, died at his 
home, recently. He had suffered a heart 
attack a week earlier. 

He was born in Chicago, Ill., and 
came to Des Moines with his parents 
when a child. He was a member of 
the Shrine, Scottish Rite Masons, B’nai 
Brith, Temple B’nai Jeshurun and the 
Hyperion and Conopus clubs. 

Funeral services were held at a local 
funeral home on Nov. 21 and burial was 
in the Woodland Jewish cemetery. 

Survivors are his widow, a daughter, 
two grandchildren, two brothers and 
one sister. 





WHERE 
TO 
BUY 


Counters and Welting 





When the feet demand some air, 
The porous texture puts it there. 


HEWFLER PIGSHIN 


JERSOL OUNTERS VELTING 
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Christmas Slippers 


SELL WIGGLTOES 


$9505. Genuine kid, plush 
collar to mateh—soft cushion 
sole, red, blue, white. Sizes 
2-6, pair, 6742¢. 

'. Same style. Felt 
bootie, plaid cuff, soft leather 
cushion sole, red, blue. 
Sizes 2-6, pair 40¢. 

In + > ce fd 30 ave, 
cor fonal styles, sen 


Weitzman Shoe Co., Newark, N. J. 
N. ¥. Showroome—i12333 Broadway 


Children's Shoes 


Oe er ee 


Dr. C. A. Haines 
Shoes for Children 


IN STOCK 


whiten 
Mfrs. 
Chic 
8. Le Bros. a: 
tig. tat J. Ontuntte % 


Bowling Shoes 


~~ 


PROFESSIONAL 
BOWLING SHOES 


Men's Men's 
Oxford 


“PORE Ane 
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Contracts Awarded on 
Boots for Army 


Boston, Mass.—The H. H. Brown 
Shoe Co., of Worcester, Mass., with a 
bid of $4.44 per pair, was low bidder 
on 15,672 pairs of leather logger boots 
at the opening held Nov. 26 at the local 
Army Base. This low bid, however, is 
30 cents higher than the last price 
at which these boots were bought by 
the Army. Other bidders were the In- 
ternational Shoe Company, St. Louis; 
Endicott-Johnson Corporation, Endi- 
cott, N. Y.; Ascutney Shoe Corporation, 
Hudson, Mass.; and the Chippewa Shoe 
Manufacturing Co., of Chippewa Falls, 
Wis. Bids ranged from the low of $4.44 
to $5.00. 

Contracts were awarded covering the 
manufacture of 40,000 pairs of hip 
rubber boots for use of the Regular 
Army. Successful firms were the Good- 
year Footwear Corporation, Providence, 
R. I., 3600 pairs at $3.28; Tyer Rubber 
Co., Andover, Mass., 3000 pairs at 
$3.30; Hood Rubber Co., Watertown, 
Mass., 8000 pairs at $3.32; and United 
States Rubber Co., Naugatuck, Conn., 
25,400 pairs at $3.38. In addition, the 
Hood Rubber Co. was awarded a con- 
tract to make 5000 pairs of knee rubber 
boots at $2.53. 

Informal bids which will form the 
basis of negotiated contracts have been 
asked on 20,516 pairs of flying cadet 
shoes, by far the largest lot of this 
type of footwear bought since the be- 
ginning of the defense program. These 
bids were opened Dec. 2. 


Queen City Group 
Opens Clubrooms 


CINCINNATI, OHI0O—The Queen City 
Shoe Club, here, recently opened their 
new club rooms located in Rooms 127- 
131 of the Gibson Hotel. These rooms 
will be open at all times to members of 
the club, and visiting shoe men are cor- 
dially invited also to become acquainted 
with the club. 

The regular Tuesday luncheon for 
shoe men will continue at the Hotel 
Gibson with a table set aside for their 
use in the Ratskellar. This luncheon 
will be served from 12:00 to 1:00 every 
Tuesday and it is hoped that everyone 
connected with the industry will make 
an attempt to attend these luncheons 
when they are in Cincinnati. 

At the first meeting of the current 
season the following officers and trus- 
tees were elected: Ira M. Longini, pres- 
ident; Al Klinkicht, vice-president; 
Gene Held, second vice-president; Ed. 
Horwitz, secretary; and Henry Mom- 
per, treasurer. Trustees:—W. E. New- 
bold, E. C. Horn, J. S. Stern, F. X. 
O’Brien and Max Kraus. 


Capital District Retailers 
Attend Dinner-Meeting 


ALBANY, N. Y.—Thirty-five members 
of the Capital District Shoe Retailers’ 








Designed to fit high in- 
steps. 
Tan or 


Moceasin 

Flexible Walking Shoe. 
Sizes 3-8 
In Stock 


Easiest to 
Fit 


No factor contributes more to 
your reputation as an authority 
on shoe fitting than to be able 
to fit shoes to other than nor- 
mal feet. In no department is 
this more important than the 
Juveniie. When Mrs. Day’s 
Ideals are stocked, you have 
our years of experience, re- 
search and cooperation with 
the medical fraternity behind 
you. For instance, ideals are 
made on three lasts —for the 
narrow, average and chubby 
feet—with many patterns like 
the above, adapted to the Ligh 
instep. Get the complete story 
of Mrs. Day’s Ideals. You'll be 
surprised to learn what we 
know about the manufacture, 
fitting and selling of little 
shoes. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 


























Association from this city, Schenectady, 
Troy and Amsterdam, attended an in- 
teresting dinner-meeting at Hotel Ter 
Eyck, recently. 

Miss Ella Nillson, New York stylist, 
gave a talk on style trends, popula: 
trends, price trends, illustrating it with 
a demonstration of various colors and 
skins which appeal to the public fancy 
and are likely to find favor later on. 

C. Powell of the Endicott-Johnson 
Corporation, demonstrated card tricks 
and mesmerism, which proved to b« 
entertaining. Under the leadership of 
John W. Mills, president of the associa- 
tion, matters of interest to retailer: 
were discussed. 
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New Edition Now Ready 


1941 


Directory of 
Shoe Manufacturers 


38th ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (234 x 51/2) 
Many More Changes Than Ever Before 


POST 
PAID 


ORDER TODAY 
AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 


$2.0 


Tel. Liberty 0190-0520 








BOSTON, MASS. 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, II. 


for women do 


your business. 




















Ts) Heels kept the old ones 


comfortable and trim looking 


OU can’t afford to overlook the way good re- 
pairing keeps people liking your shoes, coming 
back for more. 
boys’ rubber heels and very thin Tuffies heel-lifts 


money. Specify ITS in your own shop or to your 
contract shop—and enjoy the profitable effect on 


Qn THE I-T-S CO. 
ELYRIA, OHIO 


Bring ’em Back 


for 


More New Shoes 
because 








ITS Left and Right men’s and 


wear level longer—save energy and 


Start it now! 








Modern Store, 
Modern Methods 


{CONTINUED FROM PAGE 13] 


kept on each purchaser and from these 
cards personal phone calls and notes 
keep the salesman and his customer in 
friendly contact. 

“The stock-control plan put out by 
Boot AND SHOE RECORDER is what I 
use to keep my stock in good order,” 
said Mr. Rosenberg. “It has proved 
most satisfactory, for by the use of the 
recommended inventories we are sure 
to have sizes and styles in the stock- 
room when needed.” 

In the men’s store, on the other side 
of the building, is the shoe department 
for men, placed between the hat depart- 
ment and the suit display and fitting 
rooms. Distinctly masculine in tone 
and color, the warm shade of Burgundy 
used in the wall, with trim of eggplant, 
sets the semi-circular department off 
from the rest of the store. The chairs 
and fitting stools here are of maple, 
primavera finish, upholstered in red 
morocco leather. Two shadow boxes, 
well illuminated, offer an attractive dis- 
play case for footwear. 

M. J. Rosenfeld, department mana- 
ger, came to Selber Bros. from Houston, 
Texas, where he was with Battiesteins. 
He says that the problem of “returns” 
is so slight as to cause him no worry. 
Perhaps it is because he has had 15 


years of experience in the art of shoe- 
fitting, eight of which have been de- 
voted to putting the right shoe on the 
foot of America’s King, Mr. Business 
Man, and who if correctly shod, is not 
so apt to be the T. B. M. To aid him 
in determining the correct size, Mr. 
Rosenfeld uses the Brannock measur- 
ing device. 

In this department, when adjustments 
are necessary, the transaction is so 
handled that the customer, treated in 
a friendly manner, is retained with 
pleasant feelings existing. The man 
who is hard to fit is cared for by a 
phoné call when a new style in his num- 
ber arrives and also is notified in ad- 
vance when he may save money by pur- 
chasing his size in the early hours of 
a sale. 

Carrying high-grade merchandise in 
splendidly equipped show-rooms, with 
competent department heads, Selber 
Bros. may expect these units of their 
great vision to become even greater 
assets and more profitable parts of the 
whole. 


Store Modernization Clinic 
[CONTINUED FROM PAGE 22] 


ing knowledge upon which to base spe- 
cific suggestions in solving the mer- 
chant’s problem. 

It is believed by Pioso-Peterson & 
Associates that merchants may con- 
sider modernization programs at this 


time, as very little increase in labor 
scales is anticipated before May, and 
while materials have increased slightly, 
the rise is not sufficient to add greatly 
to building costs. 

The hours of the Modernization Clinic 
in the Boulevard Room of the Stevens 
Hotel are: mornings, 9.30 to 12.00; af- 
ternoons, 2.30 to 5.00 on Monday, Tues- 
day and Wednesday, January 6-7-8. 


Sizer to Represent 
G. W. Chesbrough Co. 


RocHestTer, N. Y.—Robert Sizer of 
this city has been named traveling rep- 
resentative of George W. Chesbrough, 
shoe manufacturers, to cover New York, 
New Jersey and Eastern Pennsylvania 
with their lines of infants’ and chil- 
dren’s shoes. 

Mr. Sizer is a son of Walter Sizer, 
one-time manager of the former Nunn- 
Bush retail store in Clinton Avenue, 
South, and now manager of the A. E. 
Nettleton Company store in Syracuse. 
He will take over territory formerly 
covered by Jack Chase—territory on 
which Paul Whitney of Syracuse 
worked for 17 years. 

Miss Dorothy Bemis, previously in 
charge of the juvenile shoe shop of the 
Park Brannock Store in Syracuse, has 
been named assistant buyer for Mr. 
Whitney, who has opened a retail shoe 
store in that city. 
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Newflex does not curl or crack, 
Never a pair will you get back. 
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Slippers 
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TURN SLIPPERS IN-STOCK 
s1.98 etbctbatbte 
Patent pip- 





WILBUR K. FOSTER, Haverhill, Mass. 











Educational Folder 


LANCASTER, OHIO—Irving Drew 
Corp. sent out a broadside to their 
dealers, recently, illustrating the seven 
basic Drew Arch Rest lasts, their re- 
lation to various types of foot struc- 
ture and their easy adaptation to these 
types. Sketches of two views of each 
last are shown, and a special section of 
the folder illustrates and explains the 
correlation of last design with ortho- 
pedics. 

Ten shoe styles are illustrated, and 
information on fitting is included. The 
broadside is valuable from an educa- 
tional standpoint, stressing as it does 
the importance of good fit and illustrat- 
ing how easily good fit may be obtained. 

An interesting section deals with the 
various parts of the foot, with diagram- 
matic sketches of the foot showing the 
bones which comprise it. These sketches 
are drawn from several angles. 
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Liddon Resigns from 
P. W. Minor 


BurraLo, N. Y.—Fred Liddon, for 
the past sixteen years Western New 
York salesman for The P. W. Minor 
Shoe Co. of Batavia, N. Y., resigned 
his position, recently. Mr. Liddon op- 
erated a retail shoe store at 3100 
Bailey Avenue, also a shoe department 
in The Larkin Co. department store, 
Seneca Street. Mr. Liddon will devote 
his entire time to the fitting of cor- 
rective footwear in his stores. 


Shoe Prices Too Low, 
Says John A. Bush 


St. Louis, Mo.—Brown Shoe Com- 
pany has issued its annual statement 
for the fiscal year ending Oct. 31, 1940, 
showing a net profit for the company 
and its subsidiaries of $498,132.39. To 
quote John A. Bush, president: 

“The year has been a most difficult 
one in which to make profits. Because 
of higher costs and the hazards of 
styling, competitive selling prices, espe- 
cially of women’s shoes, have been rela- 
tively too low. 

“Common stock earnings have been 
further affected by ever mounting Fed- 
eral and State taxes which, during the 
past year, have amounted to $2.30 per 
share, as compared with $2.19 per share 
the previous year. 

“Government contracts recently ne- 
gotiated for Army shoes are beginning 
to be manufactured in sizable quanti- 
ties for delivery during the next six 


months. While the margin of profit on 
such business is not large, it should be 
plus profit. 

“We enter the new year with retail 
stocks smaller, a better feeling regard- 
ing values of shoes and leather, and 
with every indication that our factories 
will be able to operate more fully, and 
at a better profit during the coming 
year.” 


Correct Use of Term 
“Saddle Leather” 


New YorK—Manufacturers and re- 
tailers of shoes and leather goods are 
cautioned by the Tanners’ Council of 
America to use the term “saddle 
leather” correctly. The growing pop- 
ularity of the saddle leather color in 
the shoe trade has resulted in the appli- 
cation of the term to several types of 
leather and tannages. 

“Saddle leather,” as used in the man- 
ufacture of harness and saddlery, is a 
vegetable-tanned cattlehide. The leather 
is usually a natural tan shade, is pro- 
duced in various thicknesses and is also 
used outside the saddlery trade for 
leather goods of various types. 

The term is properly restricted to 
vegetable-tanned cattlehide leather. In 
connection with other tannages, it 
should be used to specify the leather 
as “saddle color” “saddle shade” or 
“saddle finish.” 

Furthermore, the term, “California 
saddle leather,” which is tanned with 
California oak bark, cannot be applied 
to any leathers tanned outside the State 
of California. 





Men’s Shoes in Striking Window Display 


me i : ee 
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Omaha, Neb.—The display above, of Johnsonian shoes for men, was featured 


recently by J. L. Brandeis & Sons, department store, here. 
carries out the slogan, “Smartest shoes on the Square.” 


Note how the display 
The window was designed 


by E. D. McGrevey, men’s shoe buyer at the Brandeis store. 
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To Open Bidding 
On Service Shoes 


Boston, Mass.—Reversing its re- 
cently-adopted policy of buying Army 
service shoes by negotiating contracts 
with individual manufacturers, follow- 
ing the private opening of so-called 
“informal bids,” the Boston Quarter- 
master Depot on Nov. 30 issued invi- 
tations for open, competitive bidding on 
1,500,000 pairs of these shoes. 

These bids will be opened publicly 
on Dec. 9. Nothing in the wording of 
the invitation could be construed as an 
indication that this is or is not a per- 
manent change in buying methods. 
Comment at the local Army Base was 
withheld and it was pointed out that 
all matters of policy are decided in 
Washington. 

It is the belief in the trade, however, 
that a-reversion to the older method 
of public opening of competitive bids 
is in process of taking place, despite 
the private opening, on Dec. 2, of “in- 
formal bids” on approximately 21,000 
pairs of flying cadet shoes. 

The local Army Base also has issued 
invitations to bid on 40,740 pairs of 
leather laced boots for mounted en- 
listed men in the U. S. Army, these bids 
opened publicly on Dec. 6. 

On Nov. 29, bids were opened on a 
miscellaneous assortment of Winter 
footwear presumably for use by the 
Army in Alaska. Bidding on a lot of 
5544 pairs of leather, lace, logger boots 
without calks were the Endicott-John- 
son Corporation, at $4.50; Chippewa 
Shoe Manufacturing Co., at $4.33; and 
H. H. Brown Shoe Co., at $4.75. Bid- 
ding on the same quantity of water- 
proof leather boots were the Endicott- 
Johnson Corporation at $6.78; and the 
Chippewa Shoe Manufacturing Co., at 
$7.25. Bids on 1386 pairs of lightweight 
hip rubber boots, ankle fit, were en- 
tered by Converse Rubber Co., at $3.60; 
Hood Rubber Co., at $3.62; and the 
United States Rubber Co., at $3.70. Bid- 
ding on 5544 pairs of Alaskan felt shoes 
were the Comfort Slipper Co., of Fitch- 
burgh, Mass., at $4.75; and Bray, Stan- 
ley & Ellis, Inc., of St. Johnsville, N. Y., 
at $4.87. 


On Nov. 30, bids on 5,000,000 pairs 
of laces for Regular Army service shoes 
brought out twelve bidders, the lowest 
of which, on a lot of 1,000,000 pairs, 
was The Shoe Lace Co., of Boston, at 
1.52 cents per pair. Other bidders, 
all of whom bid on only 600,000 pairs, 
were the Hickory Shoe Lace Mfg. Co., 
of Hickory, N. C., at 1.55 cents; Dia- 
mond Braiding Mills, Chicago Heights, 
Ill., at 1.6 cents; General Shoe Lace 
Co., Louisville, Ky., at 1.62 cents; 
Chandler Oilcloth & Buckram Co., East 
Taunton, Mass., at 1.62 cents; Glen- 
cairn Mfg. Co., Pawtucket, R. L., at 
1.625 cents; Pawtucket Standard Braid 
Co., Pawtucket, R. I., at 1.63 cents; 
Providence Braid Co., Pawtucket, R. L., 
at 1.635 cents; International Braid Co., 
Providence, R. I., at 1.64 cents; The 
Narrow Fabric Co., Reading, Pa., at 
1.73 cents; St. Louis Braid Co., St. 
Louis, Mo., at 1.74 cents; and the An- 
sonia A. & C. Co., Ansonia, Conn., at 
1.94 cents. 


New Insole Developed 
From Gas Mask Research 


New York—The recent insole de- 
velopment, Onco Insole-ated, has now 
been released to shoe manufacturers. 
The background of this new material 
is most interesting. 

Brown Company, manufacturer of 
Onco Insole-ated, is known as a leading 
producer of cellulose filter material for 
gas masks. Onco Insole-ated came into 
being as a result of research originally 
undertaken to perfect a filter that would 
be pure, free breathing and offer max- 
imum protection against atmospheric 
conditions. 

Onco Insole-ated makes shoes flexible, 
insulates the foot against heat, cold or 
dampness. It absorbs sidewalk shocks, 
allows the foot to breathe and provides 
a soft, smooth foot surface. 

There is a complete insole line of 
Onco Insole-ated for all types of shoe 
construction. The surface of the ma- 
terial is stamped with a distinctive 
shield trademark for identification, each 
grade being trademarked in a different 
color. 


Some are marking 


manufacturers 


HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 





Emil Eitel 
Karl Eitel 
Roy Steffen 


BUMARCK 


HOTEL-CHICAGO 


ee | AND LA SALLE 





their sock linings with an Onco Insole- 
ated stamp to capitalize on the interest 
which this new insole has created 
among retail buyers and consumers. 


Manages Lockport Store 


Lockport, ILL.—Joseph Saieg, for- 
merly assistant manager of Schiff’s R. 
& S. Shoe Store of Joliet, Ill., is now 
managing the Peters Shoe Store of 
Lockport. Mr. Saieg opened this new 
store one year ago and has put it on a 
paying basis. The store is strictly mod- 
ern in appearance. 








—Any manufacturer who ignores The- 


Man-at-the-Fitting Stool (Point of Sale) 
is missing the most vital point in the 


whole scheme of selling. 











Custom Built Shoes 


hi hie el oe 


MTL SM OE 


prose) Seuat 
SHOES FOR sriORTER MEN 
MAKES THEM 
OVER ONE INCH TALLER 
TREY Loe pine OTHER SHOES 


Te RETAIL PROFITABLY AT 
$12.50 UP 





Benohed by O. T. Cole 
COLE ROOD & HAAN CO. 








er Or em er er ee ee em 


Moccasins 


ee Oe re 








eee ON 
TRAIL MAKER MOCCASINS 


for MEN, WOMEN and CHILDREN 


18 STYLES 
IN-STOCK 


AU popular colors 
and combinations 


FOR SArTaLoe 
SACO-MOC SHOE CORP, "oRTL Ano 











Gibbs Heads Community 
Fund Division 


Cuicaco, ILt.—William J. Gibbs, Jr., 
manager of the women’s shoe depart- 
ment for Marshall Field & Co., has 
been appointed chairman of the Shoe 
Division of the Chicago Community 
Fund in its drive for the city’s major 
erganized charities. The quota of the 
Shoe Division is $9,500. The $5,650.59, 
which is 69 per cent of this amount, 
so far chalked up for the division, has 
come from the Sponsor’s division, in- 
dividual donors in the larger income 
brackets and from business firms. The 
remainder will be sought among the 
employees in the industry. One of the 
first moves Mr. Gibbs made was to ap- 
point a group of his department heads 
as company representatives and team 
captains. 
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Well-Known New Orleans 
Shoe Man Retires 


JOHN P. WAGNER 


New ORLEANS, La. — John Perry 
Wagner, owner of Wagner’s Shoe Store, 
1709 Tulane Ave., has retired and sold 
out to Abe Wiener who has a chain of 
shoe stores in Louisiana, Mississippi 
and Alabama. “Perry” Wagner, as he 
is known by the trade, was the last of 
the Wagners in the shoe business in 
New Orleans. 


Mr. Wagner comes from one of the 
oldest shoe families in New Orleans. 
His father, John Wagner, was one of 
the three brothers who branched out 
for themselves after the death of their 
father in 1876. George Wagner oper- 
ated the Red Boot Shoe Store, John 
Wagner, the father of Perry, operated 
the Blue Flag Shoe Store, and Joseph 
Wagner operated the Blue Star Shoe 
Store. The three brothers did business 
in Ursuline Street, at that time one of 
the busiest streets in the “Vieux Carre.” 


After the death of his father, Perry 
Wagner moved from the Ursuline Street 
store to 1709 Tulane Avenue, where 
he has been in business for the past 
thirty years. 


Compo Declares Dividend 


Boston, Mass. — The Board of Di- 
rectors of Compo Shoe Machinery Cor- 
poration have declared a cash dividend 
of 25c. per share on the common capital 
stock, and accrued dividends of 62%c. 
per share in cash on the $2.50 con- 
vertible cumulative preferred stock. 
Dividends are payable December 16, 
1940, to stockholders of record at the 
close of business December 6, 1940. 


Collins-Morris Changes Name 


St. Louis, Mo—James K. Varda- 
man, Jr., president of Collins-Morris 
Shoe Company, announced re-ently that 
at a meeting of the stockholders of the 
corporation, held on Nov. 29, it was 
voted that the company’s name be 
changed to Vardaman Shoe Company, 
St. Louis, effective Dec. 1, and that the 
company adopt as its feature line the 
“George Ineichen Shoe” for infants, 
children and young women. 

Mr. Vardaman explained that the 
change of name was considered advis- 
able because of basic changes in the 
policy of the company, as well as in 
the executive personnel. The present 
responsible officers of the company, in 
addition to the directors, are: James 
K. Vardaman, Jr., president and trea- 
surer; George Ineichen, sales manager; 
Sam Reyburn, superintendent of fac- 
tories and supervisor of buying; Paul 
deCoster, formerly with Ernst & Ernst, 
assistant secretary and comptroller. 

The present board of directors is 
composed of: Messrs. Henry Cook of 
Newhard, Cook & Co., St. Louis, mem- 
ber of New’ York Stock Exchange; John 
C. Kappel, Jr., attorney; John W. Min- 
ton, vice-president of the National 
Stock Yards National Bank; Allen 
Postel, cashier of Bank of Mascoutah, 
Illinois; and Messrs. Vardaman and 
Ineichen. 

The new company will continue to 
maintain its executive and sales offices 
at 1637 Washington Avenue, St. Louis, 
as well as its eastern sales office in the 
Marbridge Building, New York. The 
two factories are located at Owens- 
ville, Mo. 


Bert Kennett with 
Laird, Schober & Co. 


HAVERHILL, MAss.—Bert Kennett has 
joined the sales staff of Laird, Schober 
& Co., here, and is representing the 
firm in a number of middle western 
states. For the past thirteen years he 
sold shoes for C. P. Ford & Co., Roch- 
ester, N. Y., and for five years previous 
to that for Utz & Dunn of the same 
city. 


Selling Shoe Stock 


WASHINGTON, Iowa—A. E. Atchison, 
engaged in the shoe business, here, for 
the past 30 years, is selling all stock 
and closing out the business. He has 
been associated in business with Jesse 
Busby, who operated a clothing store 
in connection with the shoe business. 
Mr. Busby has decided to leave the 
business and go to another location. 


Gale Purchases Shoe Store 


LAKE ParK, Iowa—Austin Gale, re- 
cently operator of a dry goods store. 
here, has bought a shoe store at Prince- 
ton, Minn. He teok possession Nov. 22. 
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UNISHANK RESULT 


The UNIFORMITY in appearance and fitting qualities of shoes is materially 
aided by the use of UNISHANK insoles. The moulding of the three parts — 
insole, steel shank, and reinforcer — into a single unit, reflects the true 
design of the last and gives strength to the finished shoe without bulkiness. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





CHRISTMAS 


Striking Xmas design in bright 
red and green on a white back- 
ground. Harmonizing ticket in 
red, green and white. 

















CARD HOLDERS 
Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color tim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
eoch month for men's, women's, children's shoes, 
women’s hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—i2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cu P For Price Tickets — Adjustable 


for Price Tickets —Tilt at any angle. 


i a dca... Oe 


Recorder Stock Record 
Tickets 

for shoe cartons. Cyclone clips 

included. 

ee ee 

1000 Ss ale oa 





Polly Shoe Holder 


to display arch, branded, and 

fibre-sole shoes. Always re- 

mains in upright position. 

Yp dozen ...... .. $1.65 sesesasea 
$3.00 



































FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen (te or blank) .... $2.00 














(Cross out 


6 dozen (printed or blank) .... 1.10 
1 dozen (printed or blank) .... 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
5.00. 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


CARD 


Children’s Shoes and Women’s Hosiery. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


Women’s, 


EXCHANGE OF CARDS: Annual card service subscribers: may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices os wanted, to assure well blended 
trim, are 35c per fifty, additional. 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SORENESS” 


Oe RO ee eter esepenececsee 


We sell Men’s, 
STREET 


s. 
or include exchange. 


if for any unforeseen reason 


we wish to discontinue ser- 
for 


For 
each month's service deliv- 





SERVICE MONTHLY HOLDERS TICKETS 


. 
. 
. 
. 
‘ 
’ 
: 
. 
‘ 
‘ 
. 
‘ 
. 
. 
‘ 
. 
‘ 


payable 





No. 1 $5.00 6 100 


ANNUAL 





additional 


4.00 4 100 





. per year, 
bana se . per month. 
cash in advance, full year’s 
card holders. 


3.00 50 


we agree to pay $1.00 


month 





2.2 























service, 5% discounts. Checks 
from foreign subscribers 


For this service we will pay 
vice before expiration of or- 
ered, and agree to return the 


FOR 
must be drawn on U. 
banks, 


der, 





MERCHANTS SERVICE DEP TM 


FOR ITSELF + IN CMANTS SERVICE DEPARTMENT 
INCREASED BUSINESS ee €& SHOE 


/Ma il i hi VA in eiees ae. ch 


Check. with erder, please, unless C.0.D. preferred 


/ 




















. ecard hold- 


ers (with the first month's 


No 
«+ Consisting 


blank tickets each 


month, OR .......... 


cy 


X-4—Red and X-5—Red and 
green on white green on white green on white 
background. background. background. 








fifty, additional. 








Please enter our order for the 
Recorder “Selling Messages,” 
beginning with December, 
continuing monthly for 

for Card Service 
PRINTED TICKETS, at 35¢ per 





year, 





SIZE: 1/2" x24%4”—Prices on opposite page. 
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POSITION WANTED 








PLAYSHOE SALESMEN 
WANTED 


We offer popular priced playshoes—the 
hottest item of the coming season. To- 
gether with our line of novelty and 
staple slippers this is the best sideline 
opportunity a salesman could ask for. 
Territories available: North and South 
Carolina, Virginia and West Virginia, 
Tennessee and Kentucky, Ohio, Indiana 
and Texas. Only men with following 
already working for reliable houses will 
be considered. Straight commission 
only. State references. 

ngoegece 


Address 960. care BOOT 4 ~~ 
100 East Street, New York, 








If you are a real producer and have a 
following among women shoe de- 
partment store buyers and good re- 
tailers, we have an unusual oppor- 
tunity to offer. 

We manufacture women’s corrective 
type walking shoes that retail for 
$3.00 and are carried in stock. 


Please describe yourself and your ex- 
perience; also what line you are now 
carrying and the territory that you 
are actively working, in detail, in the 
first letter. 


os 965, CARE BOOT & SHOE RECORDER 
00 East 42nd Street, New York, N. Y. 








GHOE BUYER desires position; 15 years’ De- 
partment Store experience, popular priced 
and job merchandise; Experienced merchandis- 
ing, buying, hosiery, lingerie, sportswear ac- 
cessories. Address $966, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. ¥ 

ANTED: Managing or buying position. 

Have 15 years’ experience in chain shoe 
stores and departments, and capable of produc- 
ing results. Employed at present, but desire 
change. Address 3963, care Boot Shoe 
+ le 100 East 42nd Street, New York, 








SHOE BUYER: Fifteen years in one of South- 

west’s largest Department Stores. Competent 
in promoting sales, merchandising and buying; 
37 years of age, and married. Best references. 
Address 2962, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


I HAVE BEEN SELLING $200,000 worth of 

style shoes to only A-1 accounts in New 
England for years. Desirous of making a 
change. What have you to offer on commission 
basis ? Address $961, care Boot & Shoe 
Recorder, 140 Federal Street, Boston, Mass. 











SIDE LINE SALESMEN 








SIDE LINE SALESMEN 


WANTED for New York State and Penn- 
sylvania State to sell a fast line of in-stock 
Juvenile shoes—Must have experience; fol- 
lowing; and live in territory. 7% com- 
mission. State references and particulars. 


Address 952 care BOOT & SHOE RECORDER 
100 East 42nd St., New York, N. Y. 














A SHORT LINE of smart $2.00 Play Shoes 
now available for aggressive salesmen 

a sideline. Address $968, care Boot & Shoe 
oan. 100 East 42nd Street, New York, 





SALESMEN WANTED: to sell novelty line 

$n beach and play Sandals, Illinois, Indiana, 

—— Vinnesota, N. & S. Carolina, 

Dakota Washington, Wisconsin, pre 

Serabti with Say in the States mentioned. 

Address care Boot & Shoe ae, 100 
East 42nd ee nt, New York, _N. 





SALESMEN WANTED in every State, except 
East, starting January. Well acquainted 
with shoe trade, to handle attractive and popular 
priced line Ladies’ Hand Bags. Exclusive or 
. Side line. Commission basis only. Detailed in- 
formation required as to territory covered; age; 
experience had; with references of present and 
recent employers. S. P. Platt Bag Dept., 320 
W. Jackson Blvd., Chicago, Iil. 


FOR SALE 


ESTABLISHED for 18 years as Selby Shoe 
Salon; Modern, beautifully equipped. X-Ray 
Stock Optional. Retiring on account 
Green's Shoe Store, Newport 





Machine; 
of poor health. 
News, Virginia. 


FOR SALE: Ladies’ Shoe Store in the South. 
Small; doing good business. 100% location, 
Low overhead; good town of 20,000. Clean 

No discounts. About $3,000. Books 
open for investigation. Address $964, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 











Fire Destroys Shoe Store 


New Beprorp, Mass.—Fire, starting 
in an adjoining theater, wiped out the 
Lipson Shoe Store at 1510 Achushnet 
Avenue, recently, causing a loss esti- 
mated at $6,000. 





Buyers of Surplus Stocks 
We will buy surplus er entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 


MANUFACTURERS—RETAILERS 
‘OCKS 


B 
14 8. Third St. ae go hia, Pa. 


Phone Market 9 








. Florsheim, Bnna-Jettick, 
ity, Arch Preserver, Queen Quality, 
tenians, Stetson. Red Cress, Nuna-Bush, Bte. 


IRVIN RUBIN 


Cha 
Phone Barclay 7-7887. New ee City 








SHOE STORES WANTED 
FOR CASH 
Men's, women's, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE co. m6. 
79-81 Reade St., 
Unusual Jeunic ue on , = 














Open New Store 


MINNEAPOLIS, MINN.—Bob Berenson 
and Al O. Johnson have opened their 
new shoe store, Bob’s Shoes for Men, 
at 613 Marquette Avenue. Both men 
have been affiliated with Standard’s 
shoe department for over 20 years. They 
decided after the closing of Standard’s 
to pool their interests and ability and 
capitalize on the following that they 
have built in their many years with 
that company. Their new store has a 
novel arrangement with a modernistic 
knotty pine design and fluorescent light- 
ing throughout. 








cents. For 
be counted. 


| advertising is payable in 





all other 


classified the rate is 7 cents per word. 
number is desired twelve words should be added for the address. In all other cases each word of the 


- CLASSIFIED ADVERTISING RATES 
“Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 


Minimum charge, $1.25. 


all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Siiceieeeenas Gab ily pene amet te cur Wien Beck olive on Peldey of tho week puoceding publiention. “= 
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Moderate Buying at 
Boston Fair 


[CONTINUED FROM PAGE 24] 


Buying, which began on Tuesday, the 
second day of the show, was moderate 
in volume and, in women’s lines, was 
confined largely to play-shoe types in 
the volume price lines. These play 
shoes, extreme in color and made of 
fabric or sheep leather with a smooth 
finish, were well bought throughout the 
day. More activity, also, was noted in 
men’s street and sport shoes designed 
to sell in the $4 and $5 brackets. 


Watson F. Butts 


Futon, N. Y.—Watson F. Butts, 
jong a prominent retail shoe merchant, 
died at his home at 205 South Ford 
Street in this city, recently, at the age 
of 73. He had been ill with pneumonia. 

Mr. Butts, whose store is at 110 
Oneida Street, went into the shoe busi- 
ness in 1887 and he had a record of 
53 years of successful merchandising. 
An early member of the New York 
State Shoe Retailers’ Association, he 
had been on its board of directors for 
years. 

He leaves a son, Porter W. Butts, 
who was in business with his father; 
a daughter, Mrs. Natalie Benton of 
Fulton, and a brother. 


Warns Manufacturers of 


After-Defense Drop 


RocHEestTerR, N. Y.—Martin F. Hil- 
finger, an executive of the A. E. Nettle- 
ton Co., shoe manufacturers of Syra- 
cuse, speaking at a meeting of As- 
sociated Industries, here, warned man- 
ufacturers engaged in national defense 
work to foresee later unemployment 
and plan to meet it. 

He said that 1943 “will see a ma- 
terial lessening of industrial activity 
and succeeding years may drop off so 
rapidly as to constitute a most serious 
condition.” He added: 

“We feel very strongly that we 
should sound a word of warning of 
these possibilities to all industries in 
any way connected with the defense 
program. We must try to see the pos- 
sibilities for unemployment, suffering 
and privation when the payoff comes 
and, if possible, plan to meet it.” 


7, 1940 


210 Associates Hold 
Second Banquet 


Boston—The 210 Associates, Inc., 
shoe salesmen’s organization, held its 
second grand banquet at the Hotel 
Statler on Monday evening of this 
week, and the affair proved a most 
enjoyable occasion for members and 
their guests, who were here for the 
Boston Shoe Fair. 


ABE W. BERKOWITZ 


Seated at the head table at the ban- 
quet were the following: George Bar- 
kin, chairman; Abe W. Berkowitz, pres- 
ident, 210 Associates, Inc.; George 
Dempsey, president, New England Shoe 
& Leather Association; Louis Salvage, 
president, Boston Shoe Fair; Merrill 
Watson, executive vice-president, Tan- 
ners Council of America; Colonel Ca- 
hill, vice-president, New England Shoe 
& Leather Association; Maxwell Field, 
secretary, New England Shoe & Leath- 
er Association; Bob Adams, president, 
Boston Shoe Associates; Frank Master- 
son, president, Boston Boot & Shoe 
Club; T. Kenyon Holly, vice-president, 
210 Associates, Inc.; Nathaniel P. 
Lyons, vice-president, 210 Associates, 
Inc.; Joseph McCauley, vice-president, 
210 Associates, Inc.; Lee Silvermann, 
secretary, 210 Associates, Inc. 


Bashaw to Manage 


Robert’s Store 


Fonp pu Lac, Wis.—Bud Bashaw, 
who has been identified with Robert’s 
Shoe Store, here, for the past year, has 
assumed management of the establish- 
ment. Russell Glas, who has been em- 
ployed in a local shoe store for the past 
several months, has become asso-iated 
with Bashaw, while James Phillips, 
former owner of the store, has gone to 
Kenosha, Wis., to open a store. 


LEARN 


ADVERTISING 
aw HOMME 


IF you are an executive, a junior 

executive, or a person with good 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 


It is a high-grade course, on an im- 
portant subject, the knowledge of 
which will make you a more effective 
business person. 


It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on busi- 
ness subjects. It is an advanced 
course for mature people. 


Write today for the free booklet 
. .. it is interesting, inspiring and well 
worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 


260 Tremont Street Boston, Mass. 

















Sees Military Note in 
New Shoe Styles 


MIAMI, FLa.—Sam Bailey of the Sam 
Bailey Boot Shop, 304 E. Flagler 
Street, announces that this year he will 
not operate a branch on Lincoln Road, 
Miami Beach, but will confine all ac- 
tivity to the Miami store. Mr. Bailey, 
who is the oldest shoe man in point of 
years, of continuous service in the 
Miami area, has this to say about the 
coming season’s resort business: While 
some fancy shoes and high colors will 
be shown, they are not going to be 
popular, particularly with the younger 
men. These.men who are in the draft 
age classification will not want to buy 
high style shoes when, perhaps, they 
may be called to the colors at any time. 
And this same war atmosphere is in- 
fluencing the style trend. There is a 
military note to one of the most popular 
shoes—a one-piece shoe which is a copy 
of an officer’s boot. This is without trim 
of any kind and is being offered in 
black, tan or white. It is comfortable, 
in that the leather conforms to the in- 
dividual foot, and has a flexible insole. 
A $12.50 number, and early sales indi- 
cate that it is going to be one of the 
volume shoes of the season. 

Two-tone sport shoes will be pop- 
ular here, according to Mr. Bailey, as 
this is a resort community. Tan and 
white is going to lead for daytime wear. 
There is not much change in patterns 
over those most popular last season. 

Mr. Bailey is predicting a big season 
for lounge shoes—a soft sandal which 
may be worn with slacks. 





